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Androck Quality Products Since 1880 
Made by The Washburn Company. 














Complete factory stocks at 
Worcester, Mass. and Rockford, Illinois. 





. Barbecue Tools . Strainers 

. Flour Sifter . Clothes Line Hooks 
. Press and Tongs . Barbecue Tools 

. Onion, Nut, Choppers . Kitchen Tools 
Poultry Pins . Skewers, all Sizes 
Barbecue Gong . Roast Racks 


. Beaters, Blenders 
. Basket Broilers 
. Spoons, Ladles ANDROCK 
. Rotary Roast Rack 
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HELP YOURSELF TO PROFITS ——_ 
While your customers are helping themselves to EXTRA SHARP cantOF 
G 0 ODELL eS) my a a GOODELL 
is SRO RREES HAMMER FORGE 
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; | : FEATURES 
i | ) © Rosewood 
. a j > Handles 
| 7 P| Ci‘iém»«L ¢ Three Compression 
Goodell Dealers everywhere ore finding this THE FINCST PROFES- Rivets 
SIONAL CUTLERY VALUE ever offered to the public. 
e Hangholes 
H-900 ¢ Blade and handle 
3 each 8” Butcher 3 each 6” Utility dipped in plasticize 
3 each 7” Butcher 3 each 5” Steak to seal handle 
3 each 8” Slicer 3 each 4” Utility against moisture an¢ 





6 each 3” Parer 


ISPLAY = ont $ 
RACK pe LIST © Attractive foil labels 


FULL PROFIT rie is aoeit * Full Trade Discount 


protect blade from 
fingerprints, dust 
and dirt 














This line is selling so fast that there has not been 
time to stock all our distributors. Ask your jobber 
about H-900. He will be glad to order for you. 
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SEE YOUR JOBBER 
FOR OTHER NEW 
GOODELI 
HAMMER FORGED 
ITEMS 





cutlers since 1875 


GOODELL COMPANY, Antrim, N. H. 


EQUALLY PROFITABLE VALUES AVAILABLE ON PUTTY KNIFE AND SCRAPER 
ASSORTMENTS WITH FREE RACKS. ASK YOUR JOBBER SALESMAN FOR DETAILS. 


GOODELL 


FIRST WITH VACUUM-PACKED MERCHANDISING 
AVAILABLE ON ALL ITEMS 
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We’re on a two-way street 

ize 

anc Last month I bought a new car. Basically NOW —what are you doing for us? 

n it’s been pretty good, with a minimum of Are you a good representative of LAWN- 
those “‘bugs”’ you’re bound to find in every BOY tn te men and women who buy our 
sae sap yen Sn ge oe product in good faith? Are you properly 

iat have I done? Just what you'd do. RS ia at eRe Se 
els I’ve had the car back to the dealer once in ee ee agita — —, _ 
ni} | : . : ‘ delivery ... by removing them from 
§ V " - ‘ , o \ Py 4 S ae , ‘ . a € - “ A 
nt +. ew getting a squeak taken out, a their cartons, assembling them, filling 





stuck window loosened, a leaky windshield 
patched—and a few other items fixed up. 

To me, that car dealer represents the car 
manufacturer in Detroit. If he gives me the 
service I look for, | praise the XYZ Motor 
Co. If he fluffs me off, I swear I'll never buy 
another XYZ car. Yes, the dealer makes 
or breaks the sale. 

What’s this have to do with power 
mowers? 

Just this: I’ve been talking to you for 
months about what LAWN-BOY offers you 
to help you sell more power mowers. The 
best-designed, best-cutting, best-serviced, 
best-advertised, best-merchandised mower 
on the market. I’ve told you how to demon- 
strate our product to make the most of its 
sales advantages. I’ve recommended your 
buying early and in quantity to earn extra 
discounts. [’ve mentioned how important a 
little service department of your own is to 
your sales. 


them with gas and oil, starting them once 
or twice to be sure everything’s perfect, 
and giving essential operating and height- 
adjustment information to the buyers? 


We expect at least that much from our 
dealers. This business is a two-way street, 
and we’re happy to meet you more than 
half-way along it. But don’t fall into the 
error of thinking all the effort must be 
made from our end. Regardless of what 
we do to help you, remember the final re- 
sponsibility for customer satisfaction lies 
with you. Don’t run away from it. 

I know this is hard for some of you to 
take—those few dealers who figure we 
manufacturers owe them a living and de- 
serve nothing in return. But the great ma- 
jority of you fortunately realize that 
success lies along this two-way street, 
where manufacturer and dealer join forces 
for honest sales. 


ie 
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Sales Manager 


MAKING MONEY IN POWER MOWERS 


Lamar, Missouri. Division of Outboard Marine Corporation 
Makers of dohasan and Evinrewde Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 







LAWNOGBO 
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Slip it into your Want Book—or mail it direct to your Nicholson or Black Diamond Wholesaler 


Files give you steady profit—if you have a bal- 
anced basic assortment of the most wanted types. 
You'll find each of the most popular types below. 
Inspect your stock—and check missing ones or 


those running low. Use this handy page as a 
reminder for your Want Book—or simply mail it 
to your usual Nicholson or Black Diamond Whole- 
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Rotary Mower File—First file designed spe- 
cifically for sharpening rotary blades. Sets 
records for fast file sales. You get full 50% 
profit. Packed 1 dozen to compact, colorful 
merchandising display. 


Mill Bastard—4’’, 6’’, 8’, 10’, 12” lengths; 
single cut. 


Slim, Extra Slim, Double Extra Slim Taper 
—5’’, 6”, 7” lengths; single cut. Sharpen all 
60° angle hand saws. (Specify Double Cut MF 
for machine filing.) 


Cantsaw—6”, 8’’, 10” lengths; single cut. 
For saws with less than 60° angle teeth. 


Pruning Saw—6” length; single cut on 2 
faces of one side and both edges. The other 
side is uncut. 


Round Smooth Double Cut Chain Saw— 
8’ x 1/4”, 8” x 5/16”, 8” x 3/8” lengths. 
For round-hooded chains. 1/4’’ most popular. 


Square Chain Saw —6” x 7/32’’. For square- 
hooded teeth. 


565-D—1/2” x 3/16” in 7” length. For chisel 
bit chain saw teeth. 


saler. He'll see that your order arrives promptly. 


fate CL CU LL 





Flat Bastard—8’’, 10”, 12’’ lengths; double 


cut in all lengths. 


Half-Round Bastard—8’’, 10”, 12” lengths; 
double cut. 


Round Bastard—6”, 8”, 10’’, 12” lengths; 
double cut. 


Warding Bastard—4”, 6’ lengths; double 
cut in both lengths. 


Half-Round Wood Rasp—8”, 10’ lengths. 
Cabinet Rasp—8”, 10” lengths; regular cut. 


Half-Round Shoe Rasp (now called ‘Four 
in One’’)—8”, 10” lengths. 


Handy File—8” length; single cut on one 
side, double cut on the other. Fast selling 
“universal” file. 


Contact Point File—5 1/4” length. In boxes 
or carded for display. 


Auger Bit—7” length. 


Assorted Round Handle Needle Files— 
5 1/2” length over-all. No. 0 cut, in sturdy 
plastic boxes. 


When you clip and use as an order form, be sure to specify lengths and cut where necessary. Staple 
or clip to your letterhead — and mail to your regular Nicholson or Black Diamond wholesaler. 


° 
Ste 
2 uv. s. , 


NICHOLSON FILE COMPANY, PROVIDENCE 1, R. I. oi 


(in Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) 


NICHOLSON and BLACK DIAMOND FILES 





A FILE FOR EVERY PURPOSE 
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THE HARDWARE DEALERS' MAGAZINE 


ESTABLISHED 1855 * PUBLISHED EVERY OTHER THURSDAY * Volume 181, No. 12 
PUBLICATION OFFICE: CHESTNUT & 56TH STS., PHILADELPHIA 39, PA. 


Contents JUNE 5, 


Don't miss special articles marked this way: 


Triple Industrial Supply Convention Report 


H. A. report on New York meeting of industrial supply distributors and manufacturers. 


What these groups think of present and future trends in industry is given in this 
report 


Editorial 


What is national advertising. ... 
Statistics and women 
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What's New in Hardware Merchandise 


Store Management 


To Sell More Paint, Consider Front-Of-Store Location ................2.00005- 
Store Lay-Out Trend: Bigger Display Area, Smaller Stock Room ...............-.. 


Merchandising Ideas 


Basic Training Courses Aid Builders’ Hardwaremen ...............--000 000 e0es 
How To Be Successful With Promotions At Wholesale Level ...... 
Outside Signs That Pull Store Traffic 


News of the Trade 


Washington News and Views ..... 
Hardware Business Outlook 
CaN cag eeu ays vale eied thes 02 bao oh 
Hardware Age Fifty-Year Club 

Paes Ta Fe Ss Ec iowa tts ce cee wee be cess ccaesl 
Manufacturers’ New Merchandising Plans 
Pere: Warmer Pun UU Se Sais o wae pees ewes 
News of the Trade: D. E. Rickard named Knapp & Spencer sporting goods buyer— 
Supplee-Biddle-Steltz sets up industrial supply division—Starline, Inc. elects R. G. 


Ferris board chairman—Chicopee Mills names George H. Day Il screen products 
general manager 
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Coming in the Next Issue 


Ever wondered how important power mower service, repairs and trade-ins are? Here's 


how a dealer keeps customers loyal, and gets full list prices on power mowers with 
these services. 


Classified Advertising ............. 120 Advertisers’ Index 
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You make? 9242 profit 
on this ?*9535 chain assortment 












Price also includes Chain Saies-Maker Display 
—a powerful “‘Silent Salesman”’ 
that does most of the work for you! 


e Put new life into chain sales and profits with the CHAIN 

SALES-MAKER- -a compact, convenient rack display that 
practically guarantees fast turnover of your chain invest- 
ment! The SALES-MAKER allows you to display a wide 
assortment of popular chain styles and sizes in less than 
3 sq. ft. of floor space. It has powerful sales appeal— per- 
mits your customers to see and feel the chain—and buy 
it! And the SALES-MAKER is convenient—handy mounted 
cutting bar lets you snip off the desired length of chain 
on the spot! 


Your $95.35 cost brings you... first of all, profits! 
If sold at suggested retail prices, you make $92.40 profit 
from sale of the 7 reels of chain which come with the acco 
CHAIN SALES-MAKER. Included with the profit-packed 
combination offer shown here is our popular Assortment 
No. 38. Other assortments are available upon request. 
Refills, on reels, can be ordered from your distributor. 
Assortment No. 38 features: 


175 ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 ft. 3 Tenso Chain, Bright Zinc Plated 
75 ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 ft. 35 Sash Chain, Bright Zinc Plated 
200 ft. 1/0 Brass Safety Chain, Bright Finish 
200 ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


MORE CHAIN USES MEANS MORE CHAIN SALES 


Your do-it-yourself customers have found many new uses 
for chain and are finding more each day! So expose them 
to the ACCO CHAIN SALES-MAKER and to attractive ACCO 
boxes and pails—all plainly labeled. Order your SALEs- 
MAKER and be prepared to fill these and other do-it-your- 
self needs: 


¢ Garage doors ° Gymnasium equipment 
¢ Pipe hanging e Furnace regulating 

* Porch swings ¢ Ornamental uses 

¢ Playground equipment ¢ Furniture braces 

¢ Lawn borders e Fire escapes 


SPECIAL NOTE: 
When you order your CHAIN SALES-MAKER, don’t 
forget to get snaps, swivels, repair links and cotter 
pins ... they’re all good profit makers that go 
with chain sales. 


American Chain Division 


AMERICAN CHAIN & CABLE 








Sales Office: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
*indicates Warehouse Stocks *Portiand, Ore., *San Francisco 
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Editorial 


by W. A. Phair 


What is national advertising? . . . 


How useful is national consumer advertising to the average hardware 
dealer? 


Several weeks ago on these pages I expressed the opinion that a large 
portion of the advertising money spent by manufacturers on so-called 
national advertising doesn’t do a hardware dealer a darn bit of good. 


Several folks have written telling me I was wrong in making this 
statement. I overlooked some real values that come from national adver- 
tising, they told me. On the other hand, a number of readers told me 
that I was 100 percent correct in my opinion. 


The truth, I think, lies somewhere between these two extremes. I did 
not say that all consumer advertising was a waste of money. I referred 
only to certain types of advertising. 


National consumer advertising is an important subject, and at the 
same time a complicated subject. A manufacturer has just so many dol- 
lars to use in promoting his product. There are many ways he can use 
this money. What it all boils down to is: What is the best way to use 
this promotional money, from the viewpoint of a hardware dealer? 


In appraising national advertising, I think there are two questions to 
consider: (1) What really is national advertising, and (2) does it help 
a dealer sell his merchandise? 


National advertising, to be effective, must have two basic character- 
istics: One is that the advertising must be part of a consistent program 
that runs over a period of time, with sufficient size to the ads and ade- 
quate frequency to really make an impression on the consumer. 


A one-inch ad run once in a national magazine can not be truthfully 
called “national advertising.” Yet, we frequently see this type of adver- 
tising described to the trade as national advertising. 


The second basic characteristic is that the distribution of the product 
and the maintenance of its suggested retail price must be on a reason- 
ably orderly basis if hardware dealers are to get any benefits from the 
consumer advertising. 


Another weakness of a great deal of our national advertising is in 
the timing. Manufacturers just don’t seem to realize the time it takes 
for information on a promotion to work down through the wholesaler 
to the dealer. The result is that in many cases the only outlets who are 
prepared to tie-in with a national advertising campaign are department 
stores who have direct contacts with the factory. This situation doesn’t 
make a dealer happy, nor does it do him any good. 











Editorial 


continued 





We have been talking thus far about some of the weakness of national 
advertising. We should not forget that in the hardware trade we can find a 
number of examples of good and useful national consumer advertising. You 
will find that the companies that do a good job in this respect have well 
organized programs and do a consistent and adequate job. They also have 
local level promotion to carry the product identification to the local store, 
and their products are distributed in an orderly fashion. 





Dealers are getting to be quite sophisticated in their reaction to manufac- 
turers’ claims to national advertising. Before a manufacturer claims that he 


does national consumer advertising, he should be certain that it is effective 
and useful to a dealer. 


Statistics and women... 


Statistics can often confuse us, just as women do; they don’t always mean 
what they seem to say. I think this is especially true about some of the busi- 
ness statistics we have been reading. 


These summaries of business conditions are usually based on averages. 
The good and bad are thrown together and averaged out. If there’s more bad 
than good, the resulting average is described as showing a bad situation. So, 
when we read these figures, our minds tend to concentrate on the unfavorable 


trend. We often completely forget that there is also a lot of good in the 
picture. 


Since none of us is ever happy with a bad picture, it seems to me we should 
always be more interested in the “good” cases. How does it happen that they 
have favorable results? What are they doing? 


Certainly no one likes to consider himself as just “average,” so how can 
any one ever be satisfied at turning in an average result in running his 
business? 


When you consider the other side of the averages, the good side, you real- 
ize that even in times like this it is possible to move ahead and show favorable 
results. The facts are there; some people are doing that. 


What kind of people are these? We know some of these folks personally. 
We’ve had a chance to spend some time with them. We can tell you empha- 
tically that, for one thing, these people do not believe in averages. They are 
convinced that there is business to be had if you go after it. 


They are also individuals who are willing to try new ideas; to learn new 
skills, They are not afraid to experiment with new lines, or to revise the 


methods they have been using in handling existing lines. They know how to 
learn from mistakes. 


I know that it isn’t as simple to do these things as it is to write them. But 


the fact is that some hardware people are doing this and are beating the 
averages. You can, too. 
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Heavy 1958 advertising behind 
PETERS “High Velocity” 


ammunition will pay off in 








extra sales for you! Get 
your share—stock, display, 


and push the entire line. 





PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“High Velocity” is a trademark of Peters Cartridge Division, Remington Arms Company, Inc, 


PACKS THEA POWER 












BY WASHINGTON 


Serious Fair Trade activity 
building for action in 1959 


You will see a flurry of activity in Congress in 
the closing months of this session on new federal 
Fair Trade legislation. Backers of proposals are 
building up a record now for a serious attempt at 
passage next year. 

Sen. Hubert Humphrey (D., Minn.) has introduced 
a Fair Trade Bill in the Senate similar to one intro- 
duced earlier in the House. Hearings on the measure, 
which would permit Fair Trade nationally, open 
before the Senate Small Business Committee June 23. 

Sen. Humphrey is also sponsoring two other bills 
to help cure present “alarming competitive con- 
ditions.” One would outlaw loss-leader selling, by 
prohibiting sales at less than delivered cost of mer- 
chandise. Another would prohibit sales at “‘unreason- 
ably low prices” where they would destroy competition 
or eliminate a competitor. 


outlook 


Don’t expect any final Congressional action on any 
of these measures this year. But if you support or 
oppose these measures, write now to the Senate Small 
Business and House Commerce Committees. Tell in 
detail how they would affect your operations if passed. 


You may contribute more for 
future unemployment programs 


Your payments to your state’s unemployment com- 
pensation program may increase substantially in a 
few years if proposals pending in Congress pass. 

Lawmakers from both parties, spurred by the 
recession and the resulting jump in workers out of 
jobs, are backing proposals to broaden state jobless 
pay plans. 

The plans involve using federal loans to extend 
the length of state programs by about half. 

Where states use federal loans and are unable to 
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repay them in four years, the tax on employers 
would go up by about $4.50 for each worker. 

At present, firms with fewer than four workers 
are exempt from most unemployment plans. But 
proposals are also pending which would bring all 
firms, regardless of size, under the program. 


outlook 


Keep posted on final Congressional action on extending 
unemployment pay. Find out what it will cost busi- 
ness in your state. Be prepared to join with other 
businessmen to make sure it is applied in a sound 
manner. 


Relief from record-keeping 
is not as near as expected 


Don’t expect relief too soon from burdensome 
government record-keeping requirements. Internal 
tevenue Service men say it’ll be a year, maybe longer, 
before action is taken. 

The study of tax record requirements is being 
expanded. Originally, it was just to include big 
stores (see HA, Dec. 19, 1957, page 10). Then it 
was expanded to include all retailers. Now, wholesale 
and service firms are being studied, too. 

Eventually, IRS is expected to issue a series of 
regulations for various types of business firms. These 
will list which types of duplicated records (such as 
sales slips) can be destroyed immediately, and how 
long permanent records (such as account books) 
must be kept. 


Under present rules, all records must be kept “at 


all times” as long as they might be needed in any 
IRS case. This means they must be kept forever. 


outlook 


There is no assurance yet that the record-keeping 
burden will be materially eased. Keep pressure on 
the IRS. Write now detailing the records you must 
keep that are unnecessary, and how much this costs 
you. 
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426 CHANEL LOCK 


Display It... : xd pg vei aes, 


And They'll Buy It! Tool users all over the country—your customers among 
Pliers packaged in this color- 


nie eh them—have been asking for a pocket-size Channellock 
vc plier and here it is. . . the new Channellock No. 426. 

Only 6!/.” long, this versatile plier is a “junior size’ 
version of our fast-selling No. 420 Pump Plier, with the 
same terrific gripping power... the same patented, non- 
slip channels . . . the same reinforcing rib... the same 
five jaw-adjustments . . . the same full-polished finish at 
no extra cost. In short, all the popular Channellock 
features plus handy, fit-the-pocket convenience your cus- 
tomers want and will buy. 


And to help you sell these handy, new pliers faster, 
we've packaged them in a compact, colorful display carton 
you can set up front in a jiffy. Order your supply today. 





lanily! 
POCKET SIZE 


wa 426 


TERRIFIC 











LENGTH 61/2” »« CAPACITY 7%” «© WT. PER DOZ. 4 Lbs. 
LIST $2.30 | 


OE ne 8 I ne 


CHAMPION DEARMENT TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 
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A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


holiday sales The July 4 holiday weekend coming up offers dealers a good chance 
opportunity ee ee to promote the sale of picnic supplies, barbecues and sporting 
goods. Sales of these items are at their peak now. The holiday is 
the last big promotional push dealers can give to this merchandise 
before thinking about clearances. HA Recommendation: Plan your 
July 4th promotions now. Emphasize the recreational angle. Up- 
grade sales where possible. Remember, you have many chances for 
tie-in sales when you promote barbecues, sporting goods and picnic 








supplies. 
3rd quarter Most businessmen expect a definite pickup in business before the 
upturn IR year is out. They’re confident sales will be higher, starting in the 


third quarter. But few see any pickup in profits. Most expect 
profits to be smaller, reflecting higher costs, lower prices. Three 
separate surveys back this up. HA Recommendation: Now is the 
time to start planning ways to improve your profit picture as sales 
improve. Check your operation for ways to reduce costs, increase 
sales. Step up your advertising. Try new products. Up-grade cus- 


tomer purchases. This is not the time to relax your merchandis- 
ing efforts. 





bucking the Sales of paint and sporting goods buck a general down-trend in 
down-trend... sales. Reports about the nation, even in recession-hit areas like 
Detroit, show sales of these products are up. Seems most workers 
are using extra free time for home fix-up chores and leisure-time 
recreation. HA Recommendation: Don’t let recession talk lull you 
into believing all sales have to be down. Promote paint-up, fix-up 
projects and products for these projects. Play up fishing equip- 


ment too. Fishing appears to be very popular with workers with 
free time. 





steel price Prices of steel-made goods may go up soon. It depends upon what 

boosts due? aS the mills, caught in a cost-price squeeze, do about prices. Present 
union contracts call for automatic wage increases next month. In 
addition, steel workers are due for other pay raises based on the 
rise in the cost-of-living index. So far only competition has held 
prices down. But it’s doubtful the mills can absorb another round 
of wage increases without raising prices. HA Recommendation: 
Don’t try to hedge any price advance by buying heavily now. It 
isn’t worth it. Remember, you’re a retailer, not a gambler. Any 
increases that may occur in hardware products will be small. 





... turn to p. 106 for more news on how’s the hardware business 
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Look what we’ve come up with! 


NEW MODELS 


ADDED TO THE PINCOR LINE 


FAMOUS MAM COP auatity 


LATEST 1959 FEATURES NOW! 


NEW 21” 
SELF-PROPELLED ROTARY 


Rugged PINCOR 2', HP latest 
design 4-cycle engine with 
extra large recoil starter. One 
piece (14 gauge) stamped steel 
chassis. 


Shipping Wt. 60 Ibs. 
Model No. SP 921-7R 


NEW 21” ROTARY 


Famous PINCOR 2'2 HP latest 
design 4-cycle engine with 
extra large recoil starter. One 
piece (14 gauge) stamped steel 
chassis. 


Shipping Wt. 53 Ibs. 


Model No. P-921-7R 


PINCOR’S NEW 17” 
ELECTRIC ROTARY 


. ; or 
Write, Wire PERFECT FOR 


Phone sagt mm \ ie 4 HEAVY DUTY MOWING! 
lete ve " | 
For oT | : eo Powerful 1% HP 3600 RPM 


INCOR | eX ~~ New PINCOR Electric heavy 
STEP AHEAD with P | . “ee ; YN duty motor. Deluxe die-cast 


ww 1958 \ ’ ‘ \ ‘ ) i aluminum chassis. 
Shipping Wt. 29 Ibs. 


Model No. P-817-E 











made by PIONEER GEN-E-MOTOR CORPORATION 


28341 West Dickens Ave., Chicago 3 | ‘ alolal-m—) aa ¢-talla 
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HERE IS THE LATEST INFORMATION ON NEW MERCHANDISE 





Concrete fastening tool 


The Shure-Set hammer-in too! is 
for do-it-yourself to use for a maxi- 
mum degree of power supplied by 
a man swinging a hammer. Special 
fastener is inserted into barrel. 
Tool is placed against work surface 
and anvil or head is hit to drive 
fastener into work surface. Seven 
different pin fasteners can be used 
with this tool. Set retails for about 
$7.95. Fasteners sell at $1 per box. 
Special carton shown for introduc- 





tion of tool and fasteners. Ramsei 
Fastening System, Olin Mathieson 
Chemical Corp. 


For more data circle No. 1 on postcard, p. 75 


Decorative canister sets 


The Canette restyled canister 
sets feature improved-style letter- 
ing, redesigned diamond-shaped 
knobs and covers. Offered in all- 
chrome, all-copper, chrome and 


14 





enamel, copper and enamel, and all- 
enamel. Priced from $4.98 to $12.98 
retail in east. Master Metal Prod- 
cts, Ine. 


For more data circle No. 2 on postcard, p. 75 


Aluminum play baking set 


Little girls who like make-believe 
baking, will want the Mirro Play- 
Doh bake set of 18 pieces. It in- 
cludes a 12-0z can of non-toxic 








modeling dough. Other pieces in- 
clude cooky sheet, tubed cake pan, 
pie pan, layer cake pan, loaf pan, 
muffin pan and heart and star mold. 
There are also large and small 
cooky cutters, rolling pin and 
spatula. List $2.95. Mirro Alumi- 
num Co. 


For more data circle No. 3 on postcard, p. 75 


Carbide-tipped masonry bit 
Do-it-yourselfers will want the 
carbide - tipped 


Aladdin masonry 





bits for drilling in tile, brick, or 
cement. Offered in five sizes alli 
with 14-in. shanks to fit standard 
electric rotary drills. Carbide tip, 
full diameter of bit assures smooth, 
quick, even holes. Spiral flutes from 
tip to shank assure positive rust 
removal during drilling. Blister 
packed on individual cards. New 
England Carbide Tool Co., Ine. 


For more data circle No. 4 on postcard, p. 75 
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Want more information on these 


products? Then use free post- 
card on page 75 





THAT CAN HELP 


YOU BUILD BETTER STORE PROFITS 





Propane heat, light set 


The stove, heater and lantern in 
Turner’s Quick Set operate by con- 
necting hose from a 5, 10, or 20 Ib 
propane gas storage tank. Economy 
and long operating periods are 
offered. A 20 lb tank will supply 
the lantern for 200 hr. Two of the 
appliances can operate from one 
tank with a double hose adapter 
which is available, A special bracket 
fastens any unit to tables, doors, 


ed 


; See ec ee al 
SROTHER Ce aanenes 4 
pices: nos tans a a aren ON » 





gunwales, etc. Hoses come in 6 and 
12 ft lengths. Quick-Set comes 
in a display carton with carrying 
handles. Turner Brass Works. 


For more data circle No. 5 on posteard, p. 75 


Plastic barbecue buckets 


Offered in five different colors 
and with different letterings these 
buckets may be sold singly or in 
sets of five. Lettering and colors 
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are; ice-turquoise, hickory-green, 
charcoal-black, water-red and litter- 
yellow. Buckéts are dentproof, 
scratchproof, lightweight and easily 
cleaned. List price, $1.98 each. F'ed- 
eral Tool Corp. 


For more data circle No. 6 on postcard, p. 


Silver tarnish removal pan 

The Maggie Pan will appeal to 
homemakers who want easy clean- 
ing of silverware. Magnesium pan, 





with hot water and any household 
detergent will remove tarnish, re- 
store original lustre. Pans are 
11x5x2 in., weigh less than one 
pound. Packed in self-display car- 
ton, list $2.98. White Metal Rolling 
& Stumping Corp. 


For more data circle No. 7 on postcard, p. 


5 


All-purpose fuel container 


Jaleans are 2% or 5-gal size con- 


tainers lined with rust and gaso- 





line-resistant coating. The smaller 
ean has self-contained measuring 
cup for mixing accurate propor- 
tions of oil and gasoline for two- 
cycle engines. It has removable 
wire mesh filter screen and cork 
washer resting in storage clip at- 
tached to dome of container. Con- 
tainer Div., Jones & Laughlin Steel 
Corp. 

For more data circle No. 8 on postcard, p. 7 


(Continued on page 72) 














Want more information on these 
sales aids? Then use free post- 
card on page 75 


NEW DISPLAYS AND OTHER DEALER AIDS TO HELP YOU SELL MORE 





Calking items display unit 
This eye-catching display shows 
calking compound and a calking 


a — sei 


CALKING | 





gun. The red, yellow, and blue dis- 
play 12x15-in. unit is 6 in. deep. 
Display simulates an exterior stone 
and clapboard wall section. Behind 
the gun an inset panel shows a 
ranch home with arrows showing 
where calking should be applied. 


Pecora, Inc. 
For more data circle No. 9 on postcard, p. 75 


Power accessory display 

Items included in this drill ac- 
cessory merchandiser range from a 
30¢ tube of buffing compound to the 
Black & Decker hedge trimming at- 
tachment, accessory for a Black & 


techs. Docker 


1. MECESSORIES) 





16 


Decker 4-in. drill ($19.95 retail). 
Unit is built of metal and per- 
forated panel with eye-catcher 
sign. Unit takes less than 6 sq ft 
of floor space and stands 63 in. 
high. Black & Decker Mfg. Co. 


For more data circle No. 10 on postcard, p. 75 


Rotary blade dispenser 


Jacobsen suction-lift rotor blades 
for rotary lawn mowers are packed 
four to a carton and mounted on an 
attractive display board. Prepack- 
aged feature for cutter knives per- 
mits safe handling by customers 
and staff. Boards are made of tem- 
pered Masonite, finished in white 


Jacobsen 


Tarte Cut Ratary 





with orange and green lettering. 
Shows 80 blades, plus four sets of 
mounting bolts and nuts. Jacobsen 


Mfg. Co. 


For more data circle No. 11 on postcard, p. 75 


Rifle display stand 

This lithographed display in- 
cludes four Winchester-Western 
ad reprints in simulated wooden 
frames and interchangeable panels 
so that dealer can feature any three 
of the eight popular Winchester 
22’s in a single, integrated unit or 
in two separate displays. Unit may 





- * - 
ee ae 
ASKS | =~ 


be used for wall, window or counter. 
Winchester-Western Div., Olin 


Mathieson Chemical Corp. 
For more data circle No. 12 on postcard, p. 75 





Cabinet lock merchandiser 

The Yale FM-1 cabinet lock mer- 
chandiser encourages impulse sales. 
Board shows proper use of each 
lock. Merchandiser is available 
free to dealers who purchase its 





mounted and back-up stock. Yale 
& Towne Mfg. Co. 


For more data circle No. 13 on postcard, p. 75 


Cellophane tape display rack 


This display for Bear cellophane 
tape takes less than one-half square 
(Continued on page 90) 
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PATTERN! 
PRICE! 

PACKAGING! 
PROMOTION! 


NEW 

PINE CONE 
16 pc. sets 
from $18.95 


BRIGHT STAR 


16 pc. sets MN 
from $10.95 Ge 


FALLING 
LEAVES 
24 pc. sets 
from $9.95 


BALANCE 
16 pc. sets now from $19.95 
(regularly $24.95) 
















YOU NAME IT... 
WALLACE STAINLESS HAS IT! 





High Fashion Patterns! 

Wallace's high design standards give 
you the newest, smartest... the 
biggest assortment of best-selling 
patterns in the industry. And rigid 
quality control means order and re- 
order quality never varies—there’s 
perfect uniformity in every piece! 


7 Big Price Lines! 

From top-quality Custom to budget- 
priced Malabar Tin, Wallace has 
best-selling patterns in every price 
range for every customer's purse. 





Stand-out Packaging! 
Everything from attractively 
designed bulk gift boxes to custom 
designed Monogram chests . . . just 
right for every type of display fix- 
ture from bulk bins to the smartest 
showcases! 


Hard-hitting Promotions! 
You get a complete assortment of 
packaged sets! There are 10 differ- 
ent sizes within each price line: any- 
where from 4 to 76-piece sets. 

You get super price flexibility within 






IVANHOE 
24 pc. sets 
from $6.50 


SEA SPRITE 
24 pc. sets 
from $5.95 


CRISS 

CROSS 
(Malabar Tin) 
24 pc. sets 
from $2.95 


each line so you can tailor the price 
of every set to the price that’s right 
for your market. And you can vary 
the price with the type of knife you 
select for price promotions that 
really click! 


Rigid Quality-Control! 


Perfect uniformity for every piece 
that leaves the factory! Order and 
re-order quality never varies be- 
cause every shipment of Wallace 
flatware is scientifically quality- 
controlled. 


WUV/ALLACE 


STAINLESS 





... A Division of Wallace Silversmiths. At Wallingford, Connecticut ... since 1835. 
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SwinG-A-Way sets a new standard of value! 


with magnet—607 series without magnet— 507 series 
cadmium $3.49 cadmium $2.49 
enamel! $3.98 enamel $2.98 








Here's the first low-priced can opener with distinctive high-styling. Everything’s new 
in this 1958 SWING-A-WAY but its proven super-smooth, double-geared performance and 
old low price. This is going to be the most-looked-for, most-profitable can opener of the 
year. Better act now! 


SWING-A-WAY MANUFACTURING COMPANY + 4100 BECK AVENUE «+ ST. LOUIS 16, MISSOURI 
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How to get your share 


big attached-screen market... 


ig These new pre-assembled Flexscreens in the new slim-jim 
NY cartons are designed to give you profitable ‘‘attached fire- 
en a ae aS screen’? business with a minimum investment of time and 
ee 7 money. Here’s why: 
— 








New slim carton 
is just 6” wide 

designed for 
clean, carry-out *«, 
sales. 


1. Entire screen is packaged completely assembled — 
ready for easy attachment by your customer. 


2. New slim carton takes up less room in your stocks 
— fits handily under customer’s arm for over-the- 
counter, carry-out sales. 


3. Three sizes fit 90% of fireplaces — reduce your 


inventory investment! 








Sell these popular 
pre-assembled FLEXSCREENS! 


Outside Bar Type — choice of decorative bar de- 
signs make this the most versatile of all Flexscreen 
models. Easily attached with two small screws — 
completely out of sight and easily removable. Wide 
selection of matching andirons, firesets and acces- 
sories for ensemble sales. 





SPECIAL ENSEMBLE DISCOUNT! 





ws eo 
RENAE, ences 
NOY oa as 


a ee 





You get an extra 10% dis- 





count on every Flexscreen 
ensemble you buy. 








Hooded Type — a graceful hood completely covers 
the curtain slide bar. Choice of gleaming brass and 
satin black finish combinations. Three sizes fit 9 out 
of 10 fireplaces. Net cost to you as low as $7.82 — 
priced and packaged for real volume sales! Get the 
facts on all of the many new Flexscreen items we 
are introducing this season. Ask your Bennett 
salesman for the complete story or write for new 
32-page full color catalog. 


BENNETT-IRELAND INC., 658 North St., Norwich, N. Y. 


1355 Market St., San Francisco, Calif. 
1918 Main St., Melrose Park, II. 





























Your customers know... it's the finest if it's a 
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By PLUS THESE ADDITIONAL 


' 
= 


COLORFUL NEW CHIPPENDALE LINE 


Smartly styled brushes for fine finishing of furniture, cabinets, trim. 
Genuine bristle and ox hair at popular prices—82c to $2.93. Boxed 
display assortment includes 48 brushes—1” to 3”, 


Retail Value.........$74.67 
Dealer Cost......+-+-$44.80 
Your profit .......$29.87 


” 
new ome ROLLER LINE 


Radically improved “birdcage” construction gives smoother action, 
greater strength, longer life. End caps are all white unadulterated nylon. 
Will not become brittle; will not crack or break. 7"Cchassis, Standard 
and Deluxe models. Mohair, Dynel and lamb’s wool covers. Also 3” 
roller for hard-to-get-at places—a quality line at competitive prices. 
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VELVATIZED-/z 


AND THE ENTIRE LINE OF 
REGULAR RUBBERSET BRUSHES 
Complete range of styles, sizes and prices—by the 


world’s leading maker of fine paint brushes. High 
quality—complete customer satisfaction—and full 


profit for you! 


NEW RUBBERSET 


~2ie «= BRUSH CLEANER 


CLEANER: ; 
RESTORER Exceptional cleaning action. 


: Brings stiffest bristles back to life 
eo fast. Won’t mat—leaves no sticky 
residue. Advertised in Good 
Housekeeping and carries iis Seal. 

Pints and quarts. 
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With Rubberset quality, national advertising in Life and Good House- 
keeping, the Good Housekeeping Guaranty Seal behind each brush— 
plus Rubberset’s dramatic displays, packaging and other sales helps 
—you get everything it takes to build brush business and profits right 
through the year. Check with your wholesaler or write Rubberset 
direct now. 


pRuvverser C0. 
900 Passaic Ave., East Newark, N.J. 
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Summer Gateway to the 
multi-billion dollar 
housewares market 


LARGEST MID-YEAR EXHIBIT 
IN THE INDUSTRY’S HISTORY 


Wations Housewares Manufacturers and Guyers by the 


NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 
1130 MERCHANDISE MART, CHICAGO 54, ILLINOIS 
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A mew 


For today’s rapidly 
changing picture, here 
are the up-to-the-min- 
ute facts you need on 
products, plans and 
prices. 


¢ 
' * 


ie ee 


TIME- 
SAVING 


See the whole world 
of housewares and ap- 
pliances, all under one 
roof. 


%, 


2's "ai cnt A 


% 
2 
$3 
*® 
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ALL-TIME 
HIGH 


Largest summer exhibit 
in the history of the 
housewares industry. 
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HURRY! 





HURRY! HURRY! 






Orders accepted until June 15th only on 


BIG FREE OFFER No. 2 
















CONCEALED 
WIRE RIM TO HOLD 
BASKET RIGID 


New Rectangular 
Laundry Basket 
Retailing at $3.98 


FULL-SCALE PROMOTION TIMED FOR JUNE & JULY... 


Rubbermaid gives you six wash basins FREE with each minimum order of six Laundry Bas- 

kets. You in turn give these wash basins to your customers FREE with their purchase of the 

Laundry Basket retailing at $3.98. You also receive a FREE Promotion Kit which contains 

a full-color Window Banner, full-color Display Card, Mailing Folders, Tie-in Ad Mats. 
This promotion is backed by full-color consumer ads on June 15th in: 


e This Week Magazine (37 cities) e Philadelphia Inquirer 
e New York Daily News e Atlanta Journal 
e Chicago Tribune e Louisville Courier 


Plus a full-color ad in the July issue of McCall’s. 
ORDER NOW FROM YOUR RUBBERMAID JOBEER OR WIRE: RUBBERMAID INC., WOOSTER, OHIO 
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Guaranteed by» 
Good Housekeeping 


~ 
wor as ADVERTISED wert’ 


push-button 
painting 

to fill 

every need 





NEW... FABULOUS... QUIK-SPRAY... 
almost jumping right off your shelves with 
it’s colorful NEW eye-stopping label... and 
even better than ever with an improved exclu- 
sive formula! It’s profitable for you to feature 
QUIK-SPRAY in a complete range of exciting colors 
... it’s non-toxic... faster drying... with the superla- 
tive quality that makes Sheffield the first name in paint 
specialties. In 12 oz. regular and 16.2 oz. GIANT sizes 
and new smart cap tops in identifying colors ...no wonder 
QUIK-SPRAY is the fastest selling spray paint anywhere! 






$ heffieia —Tlelar 4- Me at- lish ame Otel lel -halela| 
Cleveland 19, Ohio 
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Announcing 
the new, low-cost 






























































Anyone can install the new “4-footer”. it 
mounts readily on any surface without 
breaking into plaster. Pre-drilled holes 
every 8’ simplify the job even more. 


No wiring problems. Just insert the 
handy, polarized plug to electrify the “4- 
footer’’. Twist in the receptacles any- 
where and the strip is ready for use. 
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“A-footer” 


TAKES ONLY MINUTES TO INSTALL! 


tT 


we a. ie = , r — on — ‘ ae C2 toe SS 
Af 4 4 Bf = 5 | Se 
“geet igen HY 3 a ? ae wens Be store nt * * 


Here’s the new Electrostrip “4- packaged 5 to a carton—cost you only the beginning. Stepped-up 


footer”—a complete, do-it-yourself $8.85. Your profit is $5.90. national advertising combined with 
kit of electrical modernization retail- lower price and do-it-yourself 
ing for only $2.95—and as easy to Terrific appeal packaging will make sales boom. 
sell as it is to install! Electrostrip has pulled over 50,000 Move in now. Order and sell the 

Designed especially for use inquiries since its introduction—  jBullDog Electrostrip ‘‘4-footer’’. 
where space is limited, this “4- giving you an indication of its For literature and other data mail 
footer’’ provides electrical outlets | overwhelming acceptance. This is in coupon, below. © BEPCO 


anywhere along its length... 
eliminates dangerous “octopus” 
outlets. No special wiring know- 
how is needed to connect it. The 
safe, new plug simply inserts in 
any standard fixed outlet. And as 
with all Electrostrip, the recep- 
tacles twist in right where they’re 
needed. 


Electrostrip is still available in 15-foot kits and in 
, bulk rolls. Extra fittengs and receptacles may be 
‘ordered in any quantity desired. 





Simple, safe, guaranteed 
Pre-drilled holes make the ‘“4- 





footer’’ a snap to install on walls, BullDog Electric Products Company 

baseboards, workbenches—in Division of I-T-E Circuit Breaker Company | 

kitchens, bedrooms, anywhere. A Dept. S—Box 177 

screwdriver is the only tool needed. Detroit 32, Michigan 

Three twist-in receptacles and 

mounting screws come with the kit. Gentlemen: Please send complete information on the new 
Electrostrip is polarized for “‘4-footer’’ and on other Electrostrip parts and packages. 

maximum safety. It’s listed by 

Underwriters’ Laboratories and ae | 





carries the Good Housekeeping Seal. 
A warranty card is included in COMPANY 
each ‘*4-footer’’. 








ADDRESS 





Priced for profits “city ZONE STATE 











You earn a full 40% on Electrostrip. 
The “4-footers’”—at $2.95 each and 
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FOIL WE 


A popular priced, quality 
caulk for inside or outside use. 


Beautiful WHITE color and 





“short stop”, dripless plunger 
at no additional cost. Packaged 
in one-tenth gallon vapor seal, 


foil cartridges as shown. 





with dripless wi Ae E Available in white, 
“SHORT STOP”’ 
PLUNGER 











gray or natural color 
at same price. 





PLASTIC PRODUCTS COMPANY Main Office and Laboratory 
6475 Georgia Ave. «+ Detroit 11, Mich. 


Factories Detroit + Chicago + Jersey City + Oakland 
New Orleans + Kansas City + Toronto 
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NEWS IN 1958... 
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THE WORLD‘S LARGEST MAKERS OF FINE SPINNING TACKLE 





































new! 








AIREX SALT WATER AIREX LARCHMONT | 
MASTEREEL® $29.95 
$32.50 


For all fresh water and light-to-medium ¢ 
saltwater needs. Finished in beautiful 








A The sporting reel for the real saltwater gold Epoxolite. Exclusive quadrant type — 

| sportsman. All metal construction. Lifetime- drag brake. Change.spools without dis- : 
guaranteed gears. Exclusive Quadrant Brake. turbing brake setting. Lifetime gears. 100 
Internally cam-activated roller. 3.88 to 1 yards Airex Nylon line prewound on 
gear ratio for fast retrieve. Extra large spool. extra spool. 200-yard 6 lb. test capacity. 


iF Manual pickup assembly $1.50 extra. 


. TUBULAR GLASS 6’'6” SPINNING ROD. 
9 FOOT TUBULAR GLASS SPINNING ROD, Used for both heavy duty fresh and salt 

| | 2-piece. Wonderful for stripers and all game water spinning. Ideal for muskie, pike, 

surf fishing .. . for surf casting lures and plugs snook, small tarpon and sailfish, sea trout, 

i up to 2% oz. far beyond the breakers. 27.50 ladyfish. 21.50 


r 
FRESH WATER LURES ) 


A. NEW AIREX PRESKA TOFF. 3/16 oz. Natural rubber body. Scaled 
brass blade with red stripes. Treble hook. For all game fish. 


B. AIREX PRESKA® PERCHE. 1/5 oz. Natural rubber body. Brass blade. 
Treble hook. For game and pan fish. 


C. AIREX BABALU. Yellow and black head. Yellow body. Yellow and 
red bucktail. 1/4 oz. Swivelled head and body. For all game fish. 





$.35 ° 





$.75 $.65 
AIREX CORPORATION (Division of The Lionel Corporation) 


411 FOURTH AVENUE + NEW YORK 16, N. Y. 
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GOULDS PRIME-FLOW 
Deep Well System 


SEE THIS 
DYNAMIC 
DEMONSTRATION 
AT YOUR 

DISTRIBUTOR’S! 


GOULDS 
TROUBLE-SAVING 
FEATURE 

KEEPS PROFITS 
IN YOUR POCKET 


NO CALLS TO NO SEAL NO WATER-LOGGED 
REPRIME FAILURES TANKS 


Ae 
CPR 
2 eo 


if TE Mh HiT 
lll TT 
\ A a 


= } j i] 
" | Hihd 
bh hd fii 
} a i } j if{/ fi) 
Wi hl LTD on. om ony A 
th THAN evr ij / 
5 A Nt iit ' / / 
; i te } 
PUT TE WW ili! |) L/W, 
| ' th jj / j 
’ r \Tih Pu a j iy / ; 
\\\ 1 Hi | ify j 
Lwe LAR) hil fli P 
% | ' \ j } / Hy 
Hi 
, ~ j 
fl . 
’ ’ ; 
i] 
| ‘ey 
i 





a 
ec 
~~? 
oe 


HARDWARE AGE, JUNE 5, 1958 








deep well 
elf- priming 


Most shallow well jet pumps are ‘'termed’’ self-priming. If self-priming is 
so important for shallow-well pumps, then how about deep well pumps? 
It's more important! Combination of Goulds patented double air separa- 
tion chamber with Goulds patented self-priming centrifugal pump makes 
this possible. This self-priming: 
















1. Eliminates service calls to reprime 
2. Prevents seal from running dry 
3. Means air handling ability; no water-logged tanks 


[his means you make a permanent profit. Your earnings are not eaten away 
by costly service calls. Sell Goulds Prime-Flow deep well pumps... for 
permanent profits . . . satisfied customers! 


GOULDS PUMPS INC., DEPT. HA-658, SENECA FALLS, N. Y. 


Sell the pumps 
that help sell you..... Hsiao 


GOULDS 
Water Systems 
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Steel pipe gives the ultimate 

in service for every dollar spent. 
Wheatland Steel Pipe gives you 

the added assurance of a 

product built by specialists— 

men whose one concern is to 

produce superior steel pipe. 

For steel pipe that more than meets 
your needs... for prompt delivery... 
for top economy ... stock or 


specify Wheatland Steel Pipe. 


* 


- For information about Black or Galvanized Steel Pipe, contact: 


$ BUILDING, PHILA. 7, PA. + MILLS: WHEATLAND, PA. + DELAIR, 
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Here's the tire 
they need 


for the bike they want i} 
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Middleweight bikes are rolling up new sales records these 
days, and lots of them are rolling on the tire you see here — 


the Wingfoot “175.” Th Wi f . "175" 
The Wingfoot combines the rolling ease of a lightweight with C Ing 00 

the cushioned comfort of a balloon tire. Although it’s made Rounded tread contour and center 
especially for middleweight bikes, the Wingfoot will stream- — ta one cons — 
line any existing balloon tire model. pius safer oe a _ es 
Better check your stock now to be sure you have a good supply Keep America fit on bicycles 


of the Wingfoot “175” on hand. You’ll be needing them. 
Goodyear, Cycle Tire Dept., Akron 16, Ohio 


GOODFSYEAR 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND 





Wingfoot-—T.M. The Goodyear Tire & Rubber Company, Akron, Ohio Watch ‘‘Goodyear Theater’’ on TV—every other Monday, 9:30 P. M., E. D. T. 
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STERLING 


BRINE BUTTONS He 





NEW 25-LB. BRINE BUTTONS 


A HANDLE, FOR EASY CARRYING 


Keep your stocks up— 
demand is growing! 


Last year, sales of salt for home 
water softeners climbed to about 150 
million pounds, a gain of over 30 
million pounds! To get your share 
of this booming, profitable market — 
keep adequate supplies of Sterling 
Water-Softener Salt on hand. It’s 
the brand your customers need and 
want ... so it helps build repeat 
business for you! 


Display a few bags 
on your selling floor! 


Attractively packaged, Sterling Salt 
products are clearly marked for re- 


BAG HAS 














HERE ARE THE POPULAR STERLING 
WATER-SOFTENER SALT PRODUCTS 


< 


< 


STERLING WATER-SOF- 
TENER SALT (Rock). The 
relatively coarse grains do 
not cake. They insure 
fully saturated brine. In 
100- and 50-ib. bags. 


STERLING BRINE BUTTONS. 
High-quality evaporated 
salt compressed into 
handy buttons that dis- 
solve uniformly. In 100-, 
50-, 25-, and bales of 
6/10-ib. colorful yellow 
and blue bags. 


STERLING WATER-SOF- 
TENER SALT (Granulated). 
A pure, highly refined 
granulated salt that gives 
complete regeneration. In 
100-ib. bags. 


STERLING WATER-SOF- e 
TENER SALT (Grainer). An 
evaporated salt in flake 
form. The thin flakes dis- 
solve evenly and com- 
pletely. In 100-ib. bags. 


& 
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Service and research 


are the extras in 





STERLING SALT 


PRODUCT OF INTERNATIONAL SALT COMPANY, INC 





HOW T0 SELL MORE STERLING 
WATER-SOFTENER SALT 


generation of home water softeners. 
They actually remind your customers 
not to run out of salt! Smaller bags 
of Sterling Water-Softener Salt take 
up only a few feet of floor area; and 
with a simple sign you can say that 
economical larger-size bags are also 
available in your store. 


Advertise Sterling Water-Softener 
Salt in your local paper! 


The market for water-softener salt 
is big now, and it’s getting bigger 
every minute. But sometimes people 
don’t know where to buy this salt 
conveniently! That’s why it’s good 
sales sense to let people know you 
sell this product. You can get Sterling 
Water-Softener Salt ads in mat form 
to run over your name. We'll also 
send you tags for water-softeners, 
dealer signs, folders for mailing, etc. 


Get information on local 
water-softener sales! 


Remember, each new owner is a 
potential new customer for water- 
softening salt! Check water-softener 
sales outlets for new installations in 
your area. Also check on small busi- 
nesses, hotels, hospitals, other in- 
stitutions that might use salt for 
regeneration. Local builders or build- 
ing associations can also tell you 
about new homes and developments 
with softener installations. 

** * ** 
To order the profitable Sterling 
Water-Softener Salt products, or to 
get further information, contact the 
nearest International Salt Company 
sales office. Or write to us direct. 


INTERNATIONAL SALT CO., SCRANTON, PA. 


Sales Offices: Atlanta, Ga.; Chicago, 
Ill.; New Orleans, La.; Baltimore, Md.; 
Boston, Mass.; Detroit, Mich.; St. 
Louis, Mo.; Newark, N. J.; Buffalo, 
N. Y.; New York, N. Y.; Cincinnati, 
O.; Cleveland, O.; Philadelphia, Pa.; 
Pittsburgh, Pa.; Memphis, Tenn.; and 
Richmond, Va. 
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hot-dipped galvanized inse 
and lined withSPARKLEEN’ plastic... 


ARCTIC BOY 


portable water coolers 





If it’s not the coldest, cleanest 
water possible, it’s not drink- 
ing water! 


And that’s your biggest selling 
point! ARCTIC BOY portable 
water coolers keep water and 
other beverages refreshingly cold, 
sparkling pure and clear with 
two exclusive features: HOT- 
DIPPED INSET is galvanized 
after forming to eliminate chips 
and cracks from bending, com- 
pletely filling joints with molten 
zinc. No rough edges, no dirt- 


holding crevices, snagging 
joints! Cleans easily in seconds! 
SPARKLEEN plastic liner is 
absolutely non-toxic, odor-and- 
taste-free! 


ARCTIC BOYS are big and 
rugged enough for any abuse. 
Used extensively on construction 
jobs, at mines, in oil fields... 
everywhere men are working. 
Sportsmen, too, enjoy the extra 
quality of ARCTIC BOY port- 
able water coolers. 


Step up your sales and profits, 
too! Stock and feature the pop- 


SCHLUETER MANUFACTURING CO. ° 
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ular 2, 3, 5, 10 and 15 gallon 
sizes of ARCTIC BOY water 
coolers. The De Luxe symbol is 
your sure sign of success! 


Send for free booklet *‘Care and Use 
of Your Cooler.”” Write Dept. H-1. 





Ask about these other Schlueter products 
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SMITH HARDWARE in Adrian, Mich. 


“Our credit accounts were seldom 
up-to-date with our previous method 
of recording charge transactions,” 
writes G. R. Smith, owner of Smith 
Hardware. “Now with a National 
Charge-Posting System, our records 
are always complete and up-to-date 
at all times. Because charges are in- 
stantly posted at time sale is record- 
ed, forgotten charges are eliminated. 

“We find the Change Computa- 
tion feature of our National Cash 
Register is an important factor in 
keeping traffic moving at the check- 
out point. Our National automat- 


G. R. SMITH, owner, and staff member. 


A NATIONAL SYSTEM with Change Computation 





builds customer confidence at Smith’s. 


“Our Wattonal Charge-Posting System 
saves us‘1,900 a year... 


pays for itself every 14 months.’’—smith Hardware, Adrian, Mich 


ically records total sale, amount 
received and customer’s change, 
thereby speeding customer service 
and eliminating errors in figuring 
change. 

“By increasing the efficiency of 
our operation and providing us with 
important business information, our 
National System saves us more than 
$1,900 a year, pays for itself every 
14 months.” 


Bawatd 1Y an we 


owner of Smith Hardware 














| We ereen sadustry tporser 


Advanced 
SS .. 
arQware Kelaning 


eS ae 





THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


989 OFFICES IN 94 COUNTRIES 
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Your hardware store, too, can benefit 
from the time- and money-saving fea- 
tures of a National System. Nationals 
pay for themselves quickly through 
savings, then continue to return a reg- 
ular yearly profit. For complete in- 
formation, call your nearby National 
representative today. He’s 


listed in the yellow pages of 
your phone book. eas 


*TRADE MARK REG. U.S. PAT. OFF. 





CASH REGISTERS + ADDING MACHINES 
ACCOUNTING MACHINES 


nce paper (No Carson Required) 
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UAKER LAYS IT ON THE LINE 


for Profit-Minded Distributors ; | 















THE GREAT NEW 


DIRECT-VENT 
gas wall 


heater 





Perfect heating unit for living rooms, dining rooms, bedrooms— 
also ideal for enclosed porches, spare rooms, garages, motels, etc. 


The “Heater that Breathes Outside Air’ © Mounts flush to any outside wall. Engineered for peak 

performance. Automatic thermostat control. Automatic 
The Quaker DIRECT-VENT Gas Wall “Warm Floor” Blower is optional equipment. Outstanding 
Heater uses only outside air for combustion. quality —competitively priced to fill the big and growing 


Combustion products are exhausted through = gomand for safe, low cost zone heating 
the sealed porcelain combustion chamber to 


the outside. It does not use any room air. 















































Completely safe! Black arrows in diagram DISTRIBUTORS ———-  Cenpenaman HW-6 
at the left show how the supply of outside ATTENTION! Send complete information and prices on i 
air enters the burner for combustion. Red eee §=6“ovoker DIRECT-VENT Ges Wall Heater. 
arrows indicate travel of combustion still open. Wire, Jimahiahenlid 
products to vent outside. seen Pcie % By ! 
Model DV-20¢—20,000 BTU & DV-358—35,000 BTU for natural, mid panes ! 
or mixed gas. DV-206—20,000 BTU & DV-356—35,008 BTU for LP gas. City SS SSE Zone_ — Stare 





HEIL-QUAKER CORPORATION, Lewisburg, Tennessee 
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NEW BEDFORD CORDAGE CO. 







NEW BEDFORD 
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IN 


saa. 


PROGRESS 


with 
rope that’s 
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ROPE DISPENSER and 


Sturdy, all-metal unit — holds all sizes 
— cartons and reels — standard coil 2 


and half coil lengths — FREE with 150 
lb. order of rope. 





se Z.; 
BEDFORD 


mat =— ie 
‘ 8 
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MANILA 

> 
ROPE ON REELS 

Manila, nylon or polyethylene in standard NYLON 
coil lengths. Strong plywood reel protects ad 

rope, facilitates sales. Ideal for pipe rack. DACRON 
- 

POLYETHYLENE 





HANDI-HANKS wEW BEDFORD 


Pre-measured manila — 35 ft. per sleeve — 
connected in continuous lengths — sizes %4”, 
5/16", %”, ¥2". 


DEPENDABLE SINCE 1842 
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SPACE-SAVER ROPE STAND 


All steel construction — displays 
rope on neat 100’ and 50’ reel 
packages — makes ideal island or 
wall display — FREE with popular 
hardware assortment of New 
Bedford Rope. 





SELF-DISPENSING CARTONS 


Pre-measured manila — rope stays clean, 
fresh and kink-free from factory to customer. 





COUNTER DISPLAY REELS 

Manila or nylon — simply lift the display 
from the shipping carton and you’re in busi- 
ness. 


NEW BEDFORD CORDAGE CO., New Bedford, Mass. 
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NEW DESIGNS 





NEW COLORS NEW SALES APPEAL 


VEW LEIGH RISTOCRAT 





MAIL BOXES & DOOR KNOCKERS 


Most extensive line ever developed, Aristocrat Mail Boxes 
- 


































are all new! New in their distinctive design and superb 
craftsmanship. New in such smartly modern color com- 
binations as colonial black with brass, black and oyster 
white. terra cotta and coral. And there’s a model for every 
purse, every purpose — from the attractive two-tone green 
economy unit to the two super-deluxe all-brass models for 


the home owner who wants only the best. 





Display them with the strikingly-styled new Aristocrat 
Door Knockers and watch those profitable impulse sales 
mount up! Your Leigh jobber is stocked to put you in 


business right now. See him, or write to: 


LEIGH BUILDING PRODUCTS 


Division of Air Control Products, Inc. 
2258 Lee Street Coopersville, Michigan 


BEAUTIFUL FREE DISPLAY 


Aristocrat Mail Boxes and Door 
Knockers sell on sight. And this eye- 
catching four-color display makes it 
easy for your customers to see them 
—and buy them. Complete, yet 
compact. Stands on floor — or legs 
come off for wall display. It's free 
with a starting stock order. Your 
jobber has the details. Ask him. 





FREE full color literature showing complete Leigh Aristocrat line. 
Ask your jobber or write us. 








BUILDING PRODUCTS 





Awnings & Canopies Outdoor Accessories 
Closet Accessories Aristocrat Mail Boxes 
Full-Vu Bi-fold Doors Ventilators 


Folding & Sliding Door Hardware 
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You can see quality in 


PHI 








IVE RI 
Window Glass 





‘O2 





. 

; l ake a look at a pane of PENNVERNON 
Window Glass. You can see for your- 
self it is quality glass. PENNVERNON S$ 
smooth, dirt-resistant finish, its high de- 
gree of clarity, and its true, non-fading 
color all contribute to make it “window 
glass at its best.” 

The next time a customer asks you 
for a pane of window glass, sell him 
PENNVERNON. Show him the distinctive 
PENNVERNON label—it’s his assurance of 
truly fine visional qualities. This label is 
backed by the reputation of Pittsburgh 
Plate Glass Company, the best-known 
name 1n glass. 

Free merchandising aids are available 
to help you sell PENNVERNON. For in- 
formation on how you may get these 
sales aids, see your Pittsburgh branch or 
distributor. Pittsburgh Plate Glass Com- 
pany, Room 8112, 632 Fort Duquesne 


Boulevard, Pittsburgh 22, Pennsylvania. 


PENNVERNON 


...not just 
window glass 
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How To Step Up Your Sales and Profits 
the PITTSBURGH-GARY way! 





BRILLIANT RED MERCHANDISER highlights gleaming zinc plated 
bolts—high profit sales sold on the spot—less than 4.5 sq. ft. 
of floor space—61 popular sizes: machine, carriage, lag bolts. 


This is just a part of our continuing program +o help 
you increase turnover for greater profits. 

Remember—stocking and selling well-known 
Pittsburgh-Gary fasteners is your guarantee of com- 
plete customer satisfaction whatever his require- 
ment... for each fastener carries the reputation of 
performance for unvarying quality and careful con- 
formity to exact specifications. 

Be sure to ask your wholesaler for your free sales 
aid charts and for full information on the Pittsburgh- 
Gary display case. 





e SPARKLING bright silent salesman... a 
powerful sale-maker—stops traffic in any area 
—stimulates impulse sales for fast turnover on 
a high-profit itern. 


e ATTRACTIVE packages, color-keyed with full- 
sized labels . . . rated national recognition in 
recent competition sponsored by Folding Paper 
Box Association of America . . . smartly dress 
up your shelves—eliminate time-wasted rum- 
maging—speed identification—simplify han- 
dling, inventory control. 


e COLORFUL informative wall chart ...a 


sales aid—helps with stove bolt and wood screw 
selection. 


Ready-reference price chart . . . gives you com- 
piled prices at a glance. 


e@ SIMPLIFIED paperwork, one order buying, 
fast deliveries . . . provided by warehousing and 
maintaining large ready stocks of industrial 
fasteners for every need. 





CONVENIENTLY SHAPED PACKAGES that won fastener packag- 
ing award are sturdily built for product protection and ease 
of handling. Color-keyed, easy-to-read labels speed identifi- 
cation and simplify inventory control. 








HANDY CHARTS give you 
pertinent information at 
a glance. Wall chart aids 
with stove bolt and 
wood screw selection. 
Price chart simplifies 
pricing and has room for 
your imprint at the 
bottom. 











PITTSBURGH SCREW AND BOLT CORPORATION ¢ GARY SCREW AND BOLT DIVISION 
P. 0. Box 1708, Pittsburgh 30, Pa. 


Chicago, Ill. 


SOUTHINGTON HARDWARE DIVISION ¢ AMERICAN EQUIPMENT DIVISION 
Southington, Conn. 


P.0. Box 69, Norristown, Pa. 


PY i -4-lied Wn eth amete) | -1m 5a a | | mre) Mt >) 0)-ha-1) Ve 2? V—ba 303-2 -) 
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Satisfied Customers 
increase Profits with 


From Republic’s complete line of bolts and 
nuts you can easily stock and sell the types 
and sizes that are selected most by your 
customers. 


Making the selection is easy, too, because 
all Republic bolts and nuts can be quickly 
identified by the high-visibility labels on 
the containers. 

These new labels and the packages were 
developed specifically to help cut your costs 
and to simplify your ordering, handling, 


REPUBLIC 


stocking, and inventory control problems. 
Cartons also serve as attractive self-service 
counter displays when the top is nested in 
the bottom half. Inverted design makes them 
practically spill-proof. Coated finish resists 
smudging. 

Call your local distributor and discuss the 
benefits and advantages that are yours when 
you stock and sell Republic Bolts and Nuts. 
Or, mail the coupon for more information 
on our complete line of fasteners. 











FLEXIBLE PLASTIC PIPE — for livestock watering, lawn sprinkling, 
irrigation uses. Supplied coiled from 2” through 3” diameter. 
In straight lengths in 4” and 6” diameter. Plus a complete line 
of fittings. 











ROOF DRAINAGE PRODUCTS—«a complete line that's competitively 
priced and ready to use. These uniform products are supplied in 
galvanized steel and ENDURO” Stainless Steel. 





STEEL PIPE—for plumbing, heating, air conditioning, and all other 
home and building uses. This high-quality pipe is available in a 


full line, in sizes you want. 





WIRE NAILS AND STAPLES— oc complete line for every farm and 
home use. Also ideally suited to and accepted by the building 
trades. Made from wire specially produced for nail manufacture. 
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BOLTS AND NUTS 
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| REPUBLIC STEEL CORPORATION 
| DEPT. HA-5717 
| 1441 REPUBLIC BUILDING - CLEVELAND 1, OHIO 


Please send more information on: 
C) Fasteners 2 Nails and Staples 


Worlds GH. ; O Flexible Plastic Pipe O Steel Pipe 
ane C1) Roof Drainage Products 

‘ Va , v, ; f Seb # Name Title 

Ui | Company 
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REPLACEABLE SEAT for ball-cock valve is corrosion-proof, 
long-wearing and less expensive than brass. The tough, resili- 
ent resin provides excellent seating contact . . . is unaffected 
by mold or scale. (Made by Sterling Faucet Co., Morgantown, 
West Virginia; seat molded of Zyte. by Gries Reproducer 


Corp., New Rochelle, New York.) 


A4 


THE BOLT in this modern, high-quality door lock is made from a 
ZYTEL nylon resin. Because the material provides a low-friction 
surface, the bolt does not stick and needs no oiling. It cannot 
corrode and operates smoothly and silently. The resin offers high 
resistance to shocks and impact. (Made by Lockwood Hardware 


Manufacturing Co., Fitchburg, Mass.) 


PUMP ROLLERS made of a ZyTEL nylon resin are unaffected by 
the insect, weed and cattle sprays or liquid fertilizers handled 
by the pump. The rugged rollers resist wear at high pump 
pressures and speeds. (Molded by Minneapolis Plastic Molders, 
Inc.; pump by Hypro Engineering Co.—both of Minneapolis, 


Minn.) 
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REPLACEABLE HAMMER FACES made of a ZYTEL resin 
are spark-proof, chip-proof, long wearing. Handle of 
no-bounce hammer is protected from steel shot in- 
side the hammer head by an abrasion-resistant 
sleeve of the same resin. (Faces molded by Daniel- 
son Mfg. Co., Danielson, Conn., for Lixie Products 


Co., Providence. R. I.) 





THIN-WALLED SLEEVES and washers of a ZyTex nylon 
resin conform to the seal under fastener pressure. 
The sleeve hugs the fastener, creating a strong, vibra- 
tion-resistant attachment. It also acts as a seal and 
electrical insulator. (““Nyltite’’ Sleeves and Washers 
by Nyltite Corporation of America, Newark, N. J.) 
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beller selling... 


hardware of Du Pont 


ZYTEL nyion resin 









ZYTEL nylon resins are showing up in hardware products 
in forms you may never have encountered before. This is 
because they can be tailored to meet the special needs of 
many kinds of hardware. 

You might, for example, see ZyYTEL nylon resin used to 
make virtually unbreakable cases for transistor radios— 
gleaming in a variety of rich, deep colors. Or you might 
encounter it in flexible form as tubing—perhaps in the 
lubricating system of a machine. Several forms of ZYTEL 
can be coated on wire, lending it an extremely wear-resist- 
ant surface, in addition to good insulating properties. A 
special weather-resistant, black ZyTEL nylon resin is used 
to make outdoor products—such as garden hose connec- 
tors. And then there are forms of ZyTEL that have special 
advantages for the manufacturer of hardware. They may be 
formulated for easy extrusion of shapes, or give extra heat 
resistance for continuous use of a hardware product up to 
250°F. 

So, get to know the exceptional versatility of ZYTEL nylon 
resins for hardware use. It will repay you in better made and 
better selling products. 

eer 
For more information about Du Pont ZyYTEL nylon res- 
ins and the many different ways they are used, send the 


OU PONT 


&€6.u.s5. pat.orf 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


_- - - - fF OS Ue. UD. UD. UL UD. UD UD. UD. UmD.LUmDe.LUDS. UD OU OU OU. OU OU OU CO CO CO Oa‘ Oa OUP OU OU UR UG OU OU OU. OU OU OU OU OU 


E. I. du Pont de Nemours & Co. (Inc.), Polychemicals Dept., 
Room 206, Du Pont Building, Wilmington 98, Delaware. 


Please send me more information on Du Pont ZYTEL resin. I am interested 
in evaluating this material for 




















Name 

Compan) Position 
Street 

City State 











Type of Business 
in Canada: Du Pont Co. of Canada (1956) Ltd., P. 0. Box 660, Montreal, Quebec. 





security 


ILCO pin-tumbler 
FORGED BRASS 
PADLOCKS 





Here’s real quality — solid all the way through, providing maximum 
pin-tumbler security .. . lifetime durability. It's Ilco's famous 382-385 Series 
of deluxe, forged brass padlocks. This is where your padlock line should 
start. Accept no imitations! 


Available in sizes 1%", 1/%2°, 1%" and 2’. 
Complies with Government specs. 


Immediate service on keying alike or master-keying to ILCO 
night latches, deadlocks, locksets, etc. 


Key changes practically unlimited. 
Attractive satin finish. 

Case-hardened steel or solid brass shackle. 
Available with chain. 


And most important — these locks are specially priced... to give you a good 
profit and your customers a real value. Ask your jobber about them today or write 
us for full information. 


oy 


IRV EPERRPERT: t£eck co. 


N 


FITCHBURG, MASS. 


HARDWARE AGE, JUNE 5, 1958 











This 
Tenite tag 





tells your ie 
customers wit Fave VLE 
z mt Please 
of pipe a 
wi eis cr 
they can 
trust te 













Tough pipe made of Tenite Polyethylene 
helps bring water where it's needed 


====== Plastic pipe made of Tenite Polyethylene is a time-saver around the 
farm and home, helping your customers install long-lasting water lines quickly, 
and at low cost. 

Pipe made of Tenite Polyethylene, an Eastman plastic, is light in weight. It's 
flexible and can be curved around obstructions. It's available in rolls for long, 


coupling-free runs, yet can be cut quickly with a knife. Rapid connections can 
be made with simple fittings. What's more, pipe made of this plastic resists 
weathering, corrosion, and electrolytic attack. It’s ideal for carrying water for 


drinking, irrigation, animal watering, lawn sprinkling systems—or wherever cold 
PO LYETHYLENE water must be brought from one location to another. 
an Eastman p lestic Tenite Polyethylene plastic is made by Eastman and supplied to extruders who 
produce the actual pipe. This pipe carries the tag you see above, your customers’ 
guarantee that they're getting all the advantages of Tenite Polyethylene. 

Be sure you stock this pipe and display the tag that identifies it. For a list of 
extruders, as well as additional information about pipe made of Tenite Poly- 
ethylene, write: EASTMAN CHEMICAL PRODUCTS, INC., subsidiary of Eastman Kodak 
Company, KINGSPORT, TENNESSEE. 





HARDWARE AGE, JUNE 5, 1958 47 











- 


€ 

























mrrri Offers you electric clocks 
that are styled and priced 
to sell on sight 


Discriminating people all over the country are going for the trim, 
tapering lines and wide-awake appearance of these new Ingraham 
electrics. They like their prices, too—alarms from $3.98 to $17.95 
and kitchens from $3.98 to $8.98. 


And dealers who are stocking them, like the deals Ingraham is 
Offering... 


4 free, colorful, permanent display deals. . . turn- 
table displays for island or counter and open displays for 
counter or wall. 


Plus free merchandising aids. 


Take full advantage of the sales opportunity offered by the 
Ingraham line. For complete details, contact your Ingraham 


Electric Clock Distributor. Let us know if you want us to supply 
his name. 


INGRAHAM, BRISTOL, CONNECTICUT 


Ps 
3° oy 


S dak 


FLAIR $6.98 CALENDAR $8.98 EMPRESS $9.50 











Idea power in action: BH&G inspires a roomful of ideas for teen-age sisters 


There's nothing so powerful as an idea 


Better Homes & Gardens is a monthly parade of ideas about 
the wonder-world of things that interest home-and-family- 
centered men and women and their children. Ideas that lead 
them from one thing to another. 

Redecorating the girls’ room, for instance. BH&G sparks 
the idea in the first place. Which leads to how-to-do-it ideas. 
How to organize the beloved paper “litter” that’s part of 
growing up. (Idea: a giant bulletin board.) Where to house a 
record player, records, radio. (Idea: a window-wall with a 


built-in abundance of shelf and drawer space.) Ideas for 
curtains, bedspreads, slip covers, rug—and all from the pages 
of Better Homes & Gardens. 

BH&G’s readers literally “live by the book’’—and “the 
book” is Better Homes & Gardens. That’s what makes 
BH&G unique among all major advertising media as a show- 
case for any product that helps families to live better. 
Meredith of Des Moines . . . America’s biggest publisher of 
ideas for today’s living and tomorrow’s plans 


ot America reads BHaG the family idea magazine 


4,500,000 COPIES MONTHLY 
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Why the distributor ? 


Distributors to dig out the facts with a long range research 


program to show purchasing agents and manufacturers that the 


distributor method of flowing hardware to industrial users 


adds value to products and is not an added cost factor 


The importance to purchasing 
agents and to manufacturers of the 
distributor as the channel for in- 
dustrial hardware from maker to 
user is the theme of a new program 
of the industria! distributor asso- 
ciations. 

The program was presented at 
the annual Triple Industrial Supply 
Convention May 25 to 28 in New 
York City. 

A fact finding approach will be 
taken in this program. Facts 
rather than opinions will be the end 
result of the study that will take 
several years to complete. As parts 
of the basic research conducted by 
Ohio State University are com- 
pleted, reports will be made to in- 
dustry. 

The basic concept is that indus- 
try needs to be aware that the dis- 
tributor adds value, not cost, to in- 
dustrial hardware. The slogan is: 
Value Added by Distributors. 

The three associations in the con- 
vention elected the following presi- 
dents for the coming year: 

Lyman H. Bellows, Sheldon Ma- 
chine Co., Chicago, American Sup- 
ply & Machinery Manufacturers’ 
Assn. 

John N. Failing, Chas. A. Stre- 
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linger Co., Detroit, National Indus- 
trial Distributors’ Assn. 


Henry B. Tonsmeire, Turner 
Supply Co., Mobile, Ala., Southern 
Industrial Distributors’ Assn. 

The keynote of the new program 
pointing up the importance of dis- 


Fact finder 





Manufacturers and distributors will! 
be hearing this man's name — Dr. 
Theodore N. Beckman, of Ohio State 
University—tor the next few years as 
he conducts fundamental research on 
the values added to industrial hard- 
ware by distributors. 


tributors—Value Added—was pre- 
sented to the convention by Dr. 
Theodore N. Beckman, professor of 
marketing, Ohio State University, 
Columbus, in a program address. 

The popular concept is, Dr. Beck- 
man told the convention, that the 
manufacturer adds value to raw 
material, that the distributor adds 
cost to the finished product. 

The cost concept is a negative 
approach, he added, the value added 
is a positive approach. 

A three-point need to change this 
concept given by Dr. Beckman is: 

(1) Wide acceptance of the added 
value concept. 

(2) Basic data of an official na- 
ture on the size and scope of the 
distributor. 

(3) Fundamental research on 
distribution, such as the associa- 
tions are going to conduct. 

Fundamentally, the program is 
to reorient industry thinking about 
the industrial distributor, Dr. Beck- 
man pointed out. 


“A new day is dawning for un- 
derstanding of the industrial dis- 
tributor’s place in our economy,” 
he said. 


The current economic situation 
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took the spotlight at two sessions 
and was the principal topic of con- 
versation in lobby conversations. 

Two definite pluses presented to 
the convention by Martin R. Gains- 
brugh, chief economist, National 
Industrial Conference Board, New 
York, coming out of the recession 
are: 

That management is learning 
how to make money in a tough, 
competitive market. 

That sub-marginal producers are 
being shaken out as industry pre- 
pares to move into an expanding, 
prosperous economy of the 1960s. 

Surprising strength is shown in 
consumer demand, Mr. Gainsbrugh 
told the convention. However, con- 
sumers now want and are buying 
different things than they did a 
few years ago. Consumers now are 
buying travel, entertainment, lei- 
sure time goods, and are not put- 
ting their money in automobiles 
and homes. 

Favorable signs now appearing 
listed by Mr. Gainsbrugh are: 


Improvement in new orders. 

Improvement in construction 
awards. 

An upswing in agricultural in- 
come. 

The length of the work week in 
manufacturing is not declining. 

A feature of the NIDA meeting 
is a report on current business con- 
ditions by areas. The pattern was 
pretty much the same across the 
country, with an improvement ex- 
pected in or by the final quarter. 
Summary of reports by regions: 

New Engand, very little pessim- 
ism; inventories, consumers down, 
distributors down very little; con- 
ditions now on slight upswing. 

New York, capital goods lines 
down more than maintenance lines; 
distributors compensating for low- 
er sales and profits by eliminating 
marginal employees and by aggres- 
sive selling; ““‘best remedy—get out 
and push for sales.” 

Middle West, best showing in 
sales among industries in food 
lines; profits down around 40 per- 
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Program speaker 





Wallace H. Campbell, Campbell In- 
dustrial Supply Co., Seattle, speaks 
on his company's catalog. 


cent in first quarter; inventories 
down around 10 percent. 

Rocky Mountain, spotty, sales 
good but not as good as 1957; popu- 
lation growing but industrial de- 
velopment not keeping pace. 

West Coast, building activity up, 
accounts receivable good condition 
but payments are slower; “we are 
not hanging crepe and hope for up- 
swing in fall.” 

“Talk guardedly,” advised L. P. 
Russon, Vonnegut Hardware Co., 
Indianapolis, who reported for the 
Middle West area. “You can talk 
yourself into something, and talk 
yourself out of something.”’ 


Reports on the other areas were 


Association secretary 





Robert C. Fernley, executive secre- 
tary, gives annual report at NIDA 
business meeting. 
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given by Thomas W. Norris, Tracy, 
Robinson & Williams Co., Hartford, 
Conn.; Kenneth E. Yorke, Hansen 
& Yorke, New York City; W. L. 
Foss, M. L. Foss, Inc., Denver; and 
F. W. Nelson, Garrett Supply Co., 
Los Angeles. 

Results of application of the 
Wilkinson report on management 
were discussed by L. F. Perkins, 
Henry Walke Co., Norfolk, Va.; H. 
H. Kuhn, Hardware & Supply Co., 
Akron; and G. Cheston Carey, 
Carey Machinery & Supply Co., 
Baltimore. 

Benefits cited of the survey on 
management practices were: better 
budgeting, especially with emphasis 
on sales and operating expenses; 
better organization charting of 





duties and responsibilities of execu- 


tives and administrators; better 
stock control. 

The convention opened with a 
Fellowship Tea on May 25. Formal 
sessions were held on May 26. The 
conference booth program was con- 
ducted on May 27, and on May 28 
each association held its own busi- 
ness meeting. The convention 
closed with a luncheon May 28. 

Awards for excellence in adver- 
tising that promotes the interests 
of industrial distribution were 
made during the Triple Industrial] 
Supply Convention. 

Objectives of the competition, 
going on for seven years, are to 
mention distributor benefits in ad- 
vertising and to encourage manu- 
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facturers that sell through indus- 
trial distributors. 

Awards were presented during 
a formal program session by T. 
Gordon Vaughan, chairman of the 
Joint Advertising and Awards 
Committee of the National and 
Southern Industrial Distributors’ 
Assn. Mr. Vaughan is vice-presi- 
dent of the W. M. Pattison Supply 
Co., Cleveland, Ohio. 


Keynote Address 









by Alex V. Davies 


vice-president 


Moore-Handley Hardware Co. 


Birmingham, Ala. 
and 
president 


Southern Industrial Distributors’ Association 
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Basic research in line range pro- 
gram by National and Southern 
Assns. will produce facts on 


value added by distributors 


We distributors realize that the basis of all success 
in this Triple Industrial Supply Group must be 
measured by intelligent sales effort and profitable 
operations for distributor and manufacturer. 

Basically our industry is built on small distributors. 
Three-fourths of us do less than $1 million in sales 
per year. 

For the past 15 years, income tax schedules have 
made it difficult to add to our company’s capital 
structure. Yet, if we are to maintain satisfactory 
sales volume, our money needs will continue to in- 
crease each year. 

Investment capital is a major problem with us. 
We cannot afford to dissipate our assets in handling 
non-profitable product lines and yet we are no stronger 
than the aggregate of our manufacturers’ lines. As 
the field salesmen for our manufacturer suppliers we 
understand that today manufacturers must have sales. 
We know that as manufacturers’ sales have declined, 
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manufacturing costs per unit have increased and in 
some cases, it has been difficult to stay out of the red. 

Now, I am sure that manufacturers have reduced 
their overhead and where warranted, raised their 
consumer selling prices. But I am sorry to say, that 
some: manufacturers have resorted to reducing the 
distributors’ profit, while a few have even tried to 
take the larger orders direct, leaving only the smaller 
orders for the distributor. 

While the manufacturers have a low profit problem 
we have one too. Distributors are getting smaller and 
smaller orders and lower net profits caused by price 
cutting by our direct selling competitors and by our 
own short-sighted distributor competition. 

I think that this is a time when all of us need to 
remain calm and to consider the other fellow’s prob- 
lem before departing from time proven sales policies. 

This is a time when a manufacturer’s sales policy 


and its application in local market conditions, should 
be thoroughly understood by both distributor and 
manufacturer. 

Our friend, George Halpin, of Minnesota Mining 
had this to say: “The distributor is a fair-minded 
fellow and he will accept any fair-minded manvu- 
facturer’s policy, but the distributor wants to know 
what that policy is. The manufacturer doing any 
part of his business with distributors should clearly 
state what his policy is—better yet, he should print 
his policy, as many leading manufacturers are doing, 
so that there wili be no question.” 

From the distributor’s viewpoint, Harold Torell of 
Syracuse Supply says: “Every consumer likes to feel 
he is dealing with an authorized distributor. The 
consumer’s regard for the manufacturer and the 
manufacturer’s trademarked products are enhanced 
when it becomes apparent that the manufacturer’s 


Advertising awards acknowledge efforts 
of manufacturers to promote distributors 











These men accepted advertising awards for their companies. Front row, left to right, E. V. Rankin, general manager, 
Boston Gear Works; Roger H. Martin, assistant manager, tubular products, Jones & Laughlin Stee! Corp.; George L. 
Logan, sales manager, Veeder-Root, Inc.; John Corkery, vice-president, Thor Power Tool Co.; Carl O. Hedner, assis- 
tant general sales manager, Yale & Towne Mfg. Co.; Robert V. Yohe, vice-president, sales, B. F. Goodrich Industrial 
Products Co. Back row, left to right, M. A. Hamman, sales manager, stock division, Bunting Brass & Bronze Co.; W. E. 
Fruhan, assistant manager, sales, pipe division, Republic Steel Corp.; T. Gordon Vaughan, vice-president, sales, W. M. 
Pattison Supply Co.; A. W. Tucker, vice-president, sales, Henry G. Thompson & Son Co.; Carl G. Nordmark, adver- 


tising manager, L. S. Starrett Co.; L. G. Breckenridge, sales manager, Simonds Abrasive Co.; Wallace E. Anderson, 
vice-president, Brown & Sharpe Mfg. Co. 
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marketing program incorporates responsibilities as 
well as privileges in his distributor’s selling fran- 
chise.” 

The distributors’ Joint Industry Committee 
recently wrote manufacturers suggesting that if they 
had not already done so, to publish their sales policy. 

I don’t want to give you the idea that we distrib- 
utors think we have all the answers. We just want 
to tell you about our research programs and to ask 
for your cooperation in helping your own distributor 
meet today’s problems. 

In spite of adverse conditions today, there is a 
surge of confidence in the future of the industria! 
distributor. This has been brought about by self-help 
programs which have been developed through research 
and study by the National and Southern Associations. 

A joint discussion conference on industrial dis- 
tribution has brought together manufacturer, dis- 
tributor and industrial consuming user in a strong, 
critical and objective examination of these essential! 
functions. 

Many questions of fact have been raised in these 
conferences. However, so far it has been necessary 
to cite opinions in our attempts to answer questions 


Know your 





where only facts and figures are an adequate answer. 

What are these questions? They may be summed up 
to this: Just what are these values added by distribu- 
tion as applied to industrial supplies? 

While distributor members of the conference were 
searching for specific answers, we found that pro- 
fessional economists were also searching for measur- 
ing sticks. We were fortunate indeed to discover that 
Dr. Theodore Beckman and the staff of the Bureau 
of Business Research at Ohio State University was 
already deep in a study of the value added by distri- 
bution. 

Now our two industrial supply distributor associa- 
tions have teamed up with Dr. Beckman’s group to 
research the field of industria] distribution. 

This is one of the most significant steps industrial 
supply distributors have taken in replacing guess 
work with facts and in facing up to our four point 
goal: 

First, To correctly measuring our responsibilities 
in distribution. 

Secondly, Know better the job that must be done. 

Third, To work harder at it than ever before. 

Finally, To continue to be a growing industry. 


Triple Industrial 
Supply Convention 





protit by lines 








by Paul J. Stine 
Harry P. Leu, Inc. job. 
Orlando, Fla. 

and 

Chairman, Past Presidents 
Committee on Profitability of 
Lines business. 
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We want to make money for our 
companies. We want to make a 
good showing. We want to be pro- 
gressive. We want to do a better 


You say: “How?” 


First, by using the tools we have 
at hand, the Norton System of 
finding out the facts in your 


“If you want to make a profit on ali your lines 
it’s time to develop a profit mindedness in your 


organization.” 


Second, by exchanging this in- 
formation with others in our 
industry. 

Third, by making this informa- 
tion available to the Association 
on a confidential basis in order to 
collect and assimilate and return 
this information to participating 
members on a composite industry 
basis. 

Then each contributing member 





55 








will have an industry average by 
which he can check his figures. 

Send to the manufacturer the 
figures on his line. Talk the prob- 
lem over with him and get him to 
do something about it. If enough 
distributors will do this, we will 
get something done about these 
loss lines. Of the manufacturers 
who have studied the Norton Sys- 
tem, none so far has raised any 
serious objection. 

The results of these surveys by 
some 20 companies are amazing. 
They show that certain lines are 
loss lines wherever they are sold. 
It doesn’t seem to make any appre- 
ciable difference whether the com- 
pany is located on the West Coast, 
in Texas, in the central states, the 
New England states, the East 
Coast, or Florida. If they are loss 


New presidents of 3 industrial 
supplier associations 





John N. Failing 
NIDA 





President 
*Lyman H. Bellows 
Sheldon Machine Co. 
Chicago, Ill. 


First vice-president 
*Fred C. Emerson 
Spartan Saw Works, Inc. 
Springfield, Mass. 


Second vice-president 
*Samuel D. Conant 
Jacobs Mfg. Co. 
West Hartford, Conn. 


Secretary 
*Clare Payne 
Safety Socket Screw Co. 
Chicago, Ill. 


Treasurer 
Paul A. Johnson, Jr. 
Dake Corp. 
Grand Haven, Mich. 


Business manager 
W. B. Thomas 
Hunter-Thomas Associates 


Cleveland, Ohio 
Executive committee 
secretary, treasurer, and 
*Lewis Barnard, Jr. 
Lufkin Rule Co. 
Saginaw, Mich. 
*William A. Ferguson 


Standard Electrical Tool Co. 
Cincinnati, Ohio 





e president, vice-presidents, 


* Newly 


1958-1959 officers of the 
American Supply & Machinery Manufacturers’ Association 


(Triple Industrial Supply Convention, 
May 28, 1958, New York City) 


*William B. Ilko 
American Chain % Cable Co. 


York, Pa. 


*Frederick T. Keeler 
Carborundum Co. 


Niagara Falls, N. Y. 


George H. Woodland 
Chain Belt Co. 
Milwaukee, Wis. 


W. E. Tromanhauser 
Pyrene C-O-Two Div. 
Fyr-Fyter Co. 
Newark, N. J. 


Robert V. Yohe 

B. F. Goodrich Industrial Prod- 
ucts Co. 

Akron, Ohio 


Charles C. Chamberlain 
Jenkins Brothers 


New York, N. Y. 


Carl J. Meister 
Atkins Saw Div. 
Borg-Warner Corp. 
Indianapolis, Ind. 


Lawrence H. Russell 
Walker-Turner Div. 
Rockwell Mfg. Co. 
Plainfield, N. J. 


Dan C. Swander, Jr. 
Columbian Vise & Mfg. Co. 
Cleveland, Ohio 


elected 














Lyman H. Bellows 
ASMMA 





Henry B. Tonsmeire 


SIDA 


lines in one section, they will usu- 
ally be loss lines in another. 

You are in business to make 
money, and to serve your custom- 
ers, but you are not supposed to be 
in business to support any unprof- 
itable line of merchandise. If you 
don’t know the facts of life per- 
taining to your particular busi- 
ness, by the Norton or some 
equally efficient method, you who 
are in management are failing to 
make use of one of management’s 
most effective tools for profit. 


By analyzing your sales, you 
will be astonished at the informa- 
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tion you will gain about the 
products you sell. 

One distributor, when analyzing 
over 100 lines, found that about 10 
percent were not profitable. He did 
something about it—he pushed the 
good lines. Another company had 
a breakdown of over 50 lines. It 
found that 15 were in the red, or 
about 26 percent, ranging from 
one-half of 1 to 10 percent. 

Pinpoint your strong points so 
you can concentrate on the prof- 
itable lines. Show up the weak 
points so that you can know where 
your losses are greatest. 

The requirement for making a 
survey and analyzing your sales is 
not a prohibitive item in cost or 
manpower. If you will make a 
study for a 6- or 12-month period 
the result will more than pay for 
any expense, in fact, it will pay 
you handsome dividends many 
times over. 


One distributor increased his 
net profit by 2 percent in one year 
as a result of his studies. 

The function of a distributor is 
to buy and sell at a profit. If he 
doesn’t do this, how else can he 
stay in business and serve his 
customers ? 

You are thinking, “What can we 
do about this?” 


(1) Make analysis of lines. 


(2) Take a good look at the ones 
in red ink. Talk frankly 
with your suppliers: Insist 
they do something about the 
problem which is theirs as 
well as yours. 

(3) Increase price on_ broken 
packages and small quan- 
tities. 

(4) Study your buying, packag- 
ing and handling problem. 


(5) If, after a thorough study, 
you can’t see where you can 
make a profit, drop the line. 
Let someone else take the 
loss. I don’t believe you can 
afford it when you know the 
facts. 


If you want to continue to sub- 
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sidize unprofitable lines — taking 
your money to underwrite the cost 
of distributing their unprofitable 
products without analyzing your 
business, that, of course, is your 
privilege. If, on the other hand, 





you are interested in making a 
profit on all your lines, it’s time to 
do something about adopting the 
Norton method and developing a 
profit mindedness in your organi- 
zation. 





President 
*John N. Failing 
Chas. A, Strelinger Co. 
Detroit, Mich. 


First vice-president 


*Wallace H. Campbell 
Seattle, Wash. 


Second vice-president 
*Miles I. Stray 
Charles A. Templeton, Ine. 
Waterbury, Conn. 


Executive secretary 
Robert C. Fernley 
Philadelphia, Pa. 


Secretary 
Robert G. Clifton 
Philadelphia, Pa. 


*Newly elected 





1958-1959 officers of the 
National Industrial Distributors’ Association 


(Triple Industrial Supply Convention, 


May 28, 1958, New York City) 


Campbell Industrial Supply Ce. 


Board of governors 
Thomas W. Norris (Area 1) 
Tracy, Robinson & Williams Co. 
Hartford, Conn, 


*John M. Garvin (Area 2) 
Sager-Spuck Supply Co. 
Albany, N. Y. 


*John D. Williams (Area 3) 
Mau-Sherwood Supply Co. 
Cleveland, Ohio 


L. P. Russon (Area 4) 
Vonnegut Hardware Co. 
Indianapolis, Ind. 


**W. L. Foss (Area 5) 
M. L. Foss, Ine. 
Denver, Colo. 


F. W. Nelson (Area 6) 
Garrett Supply Co. 
Los Angeles, Calif. 


** Re-elected 











President 
*Henry B. Tonsmeire 
Turner Supply Co. 
Mobile, Alabama 


First vice-president 
*L. D. Montague 
B. L. Montague Co. 
Sumter, S. C. . 


Second vice-president 


W. P. Marshall, Jr. 


Co. 
Tulsa, Okla. 


Secretary-treasurer 


L. Pugh 
Atlanta, Ga. 


Executive committee 
*Alex V. Davies 
Moore-Handley Hardware Co. 
Birmingham, Ala. 





Marshall Supply & Equipment 


1958-1959 officers of the 
Southern Industrial Distributors’ Association 


(Triple Industrial Supply Convention, 
May 28, 1958, New York City) 


*G. R. MeCalla 
J. E. Dilworth Co. 
Memphis, Tenn. 


John C. Pye 
Pye-Barker Supply Co. 
Atlanta, Ga. 


R. K. Allison 
Industrial Hardware & Supply 


Co. 
Charlotte, N. C. 


Tom M. Nelms 
Wessendorff, Nelms & Co. 
llouston, Texas 


Ashley DeWitt 
Briggs-Weaver Machinery Co. 
Dallas, Texas 


*Newly elected 











Angled island faces visual front, displays sundries to customers as they enter and leave the store. 





Up-front paint department 


How an Arizona hardware dealer put paint department along store’s 


When a southwestern hardware dealer moved 
his paint section from a rear-of-the-store loca- 
tion to the front of his store sales volume went 
up more than 12 percent. 

J. J. Dalton bought Campbell Hardware Co. 
in Tucson early in 1956. Because walk-in trade 
was low in the outlying district in which he 
operates the store, Mr. Dalton moved house- 
wares out of that front location. 

Mr. Dalton says, “Moving housewares farther 
back has had little effect on sales. 

“We liked the increased volume in paint be- 
cause of the desirable profit margin.” 





The paint department now has 40 ft of wall 
shelving, extending right up to the all-glass 
front. Just inside the store is a small gondola 
which features a complete display of brushes, 
thinners, paint removers, and other sundries. 

The gondola is angled to serve three pur- 
poses : 

(1) It is an effective window display. 

(2) It is an attention-getter for shoppers 
entering the store. 

(3) It is a traffic stopper and reminder when 
customers are leaving. 

Beyond the gondola is a table to feature a 
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Above, left—Customers who sit at this table to select colors do the job in a leisurely manner and often buy more 
merchandise than they had originally intended. Above, right—J. J. Dalton, right, explains why the type paint offered 
is the best fitted for the job. 


pushes sales ahead 12% 


main traffic route, and by front display window, to boost sales 


full assortment of paint cards, chips and fold- 
ers where customers can sit and plan color 
schemes. 

Next to the planning table is another floor 
fixture which shows additional paint sundries. 

While paints occupy only one side, the layout 
of the store is such that practically all traffic is 
routed past the department. 

“Most of our paint sales are to do-it-yourself 
families who are painting their own homes or 
furnishings,” says Mr. Dalton. 

“We don’t just sell them cans of paint. We 
help them with their paint problems. 


“We take time out to ask questions about 
where they are going to use the paint, and on 
what sort of surfaces,” he explained. 

“Then we recommend the right paint and 
the right way to do the job so it will give long- 
lasting satisfaction. 

“We make many friends with such service. 
Most people today are more interested in get- 
ting a job done right than in finding a cheap 
paint, so we have no trouble getting a profitable 
markup on paints. Because we point out the 
need for brushes and other accessories our sales 
of them are good, too.” e End 





Here's your modern stock 
room, full front displays... 
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A definite trend in new stores is to smaller stock rooms and fuller 


front displays. Dealers are learning that to sell an item they must .. . 





Get it on the sales tloor 


How badly do you need a big stock room? 

The trend in new hardware stores is to make the stock room small, and mainly 
for bulk items. 

Reason? You don’t get impulse sales in a stock room. 

There are many other reasons why stock rooms are shrinking: Front displays 
hold more; too much stock gets dirty and forgotten in stock rooms; and too much 
time is spent in rehandling receipts. 

Barely more than 10 percent, 750 sq ft, of the new 6000 sq ft Wurster’s Hard- 
ware Department Store, Buffalo, N. Y., is in stock room area. 

This store is a good example of how the sales floor is being used to replace 
stock rooms for more impulse sales, better stock control, and less stock handling. 
New hardware stores show a pronounced trend toward small stock rooms. If 


_— >> 


Aisles are wide, and displays 
are sized for average people 
to handle samples... 

























Every bin full, every inch 
of wall put to use... 


a new and well stocked store can succeed as Wurster’s has by showing more and 
selling more, maybe it’s time for you to take a long look at how you’re using 
stock room space. 

If your stock area is a holdover from 20 years ago, chances are it’s inefficient. 
Half empty bins don’t pay the rent. Old bins are hard to keep clean. And it’s 
often a long haul from bin to selling fixture. 

Modern floor displays are engineered to hold more items of a specific type. 
Walls and pillars are covered with perforated paneling to hold still more. 

The Wurster store is a fine example of how the need for stock rooms can be 
trimmed ’way down by sales-floor planning. 

Wurster’s was planned and fixtured by M & D Store Fixtures, Inc. 

Other modern features in this store include: 

® Vertical shopping aisles from front to rear of store, with minimum 4-5 ft 
widths. 
® Wide canopies for bulk items’ display. 
® All bins and shelving are adjustable. All bins are glass. 
© Impulse items are at the front of each department and at checkout counters. 
® Gondolas, with angled or straight shelves are used in all departments except 
housewares and giftwares. 
® All gondola shelves and perforated paneling are sheet steel. 
© Sales and display area are in agreement; 50 percent hardware lines, electrical, 
and paint; 30 percent in housewares and gifts; and 20 percent in toys, sporting 
goods, and seasonal lines. 
® Open window display frames entire store as merchandise showcase. ® End 


Little items, little bins; 
big items get all the room - ) > ee 
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Product knowledge is the foundation of a successful 
department, especially in builders’ hardware where 
architects, contractors and building owners must be 


satisfied with recommendations. That’s why. . . 





Builders’ hardware men | 


One evening each week some hardware men of the industry. They give of their 





62 


men will knock off the job a bit early. This 
will happen next winter in many cities 
across the country. 

These hardware men will grab a fast din- 
ner, and head for some office, display room, 
or warehouse in a central location of their 
home city. For the next few hours they’ll 
intently listen to lectures, study a book, 
and work out practical problems. 

Weeks later these hardware men will 
complete their course of study. They’ll 
know a lot more about builders’ hardware. 
Knowledge gained in the course will help 
them take specifications off blue prints and 
set up schedules, and enable them to be ex- 
perts in working with architects, builders, 
and builders’ hardware distributors. 

Out of these basic training courses come 
the men ready to go on to intermediate and 
advanced courses. Eventually these men 
will add the letters AHC (architectural 
hardware consultants) after their names, 
letters that indicate they are qualified to 
recommend the proper and best hardware 
for residences, and commercial, industria! 
and public buildings. 

Back of these courses are many dedicated 


talent and time to teach men eager to ad- 
vance in their chosen profession. They 
work through their local builders’ hard- 
ware clubs to organize courses. Also, there 
are the many companies who participate by 
making meeting room facilities available. 

Such a basic training course, for ex- 
ample, was conducted last winter in New 
York City. Sponsor was the Metropolitan 
Builders’ Hardware Club. The club educa- 
tional committee under the chairmanship 
of Donald B. Gibson, AHC, planned the 
course. 

Adon H. Brownell conducted the class. 
Sessions were held in the New York offices 
of the Stanley Works. 

For 20 weeks, beginning in early Novem- 
ber, 30 students from the greater New 
York City area came to lower Manhattan 
Island each Monday evening for the course. 
The text book was the Hardware Age 
Builders’ Hardware Handbook, written by 
Mr. Brownell. 

The course ended in late March with a 
dinner attended by the graduates and offi- 
cials of their companies. (See H. A. April 
24 issue, p. 177.) © End 
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. .. the class, assembled and ready to begin the night's work. 
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. .. the teacher, Adon Brownell, explaining the night's ... the student, intently working out a problem from the 
study program. text book. 
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Outside 
signs 












"} 9RGs Ge 
Mattoon (Ill.) Hardware 


This large neon-lighted H-shaped sign above the store 
front gives the firm name and its telephone number. Some 


pull firms use signs shaped like saws, axes or other tools as 


traffic 








Outside signs are used for two basic 
purposes. 

They remind the old customer of your 
location and the lines and services you 
offer. 

They attract attention of new customers 
to your store. 

Dealers make these signs eye-catchers 
by: 

(1)—Unusual shape. 

(2)—Location. 

(3)—Listing main departments. 





Fredericksburg (Ia.) Hardware 


A corner sidewall makes a good place for a directory 
of main departments. Some dealers also show the address 
and phone numbers of their stores on these side-of-the- 
building signs. 
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Laho Hardware Plumbing, Bensonville, Ill. 


A separate service shop wall, visible to railroad or highway traffic, is an excellent 
place to show name and main departments. Large, easily-read letters must be used 
on signs of this type. 
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Sell the Rem/ngton 
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and you can expect continuing profits! 


Remington ‘‘ Mighty-Mite’”’ Stud Driver is a low- 
cost, highly efficient fastening tool that can save time, 
money for your customers—mean extra profit for you. 

Just one light hammer tap on firing pin anchors 
wood or metal sections to concrete or steel with 
\4’’ diameter alloy steel Remington Studs. Scientifi- 
cally graded 22 caliber Power Loads furnish exact 


driving force needed to do the job. No pre-drilling, 
no outside connections required! 

You profit with every fastening, through sale of Studs 
and Power Loads! Sell the “*‘ Mighty-Mite” for $39.95 
or rent the tool and you’ll cash in on these continuing 
profits. See your Remington salesman soon or write 
us today for full details! 


Here’s How Remington Is Helping You Sell... 





Hard-hitting adver- 
tisements will appear 
throughout the year in 
leading consumer and 


trade magazines... will 
create a demand for the 
““Mighty-Mite.”’ 





Colorful store dis- 
plays are available from 
Remington. They are 
designed to attract your 
customer’s attention, 
identify you as a dis- 
tributor of the Reming- 
ton Stud Driver line. 
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Remington Arms Company, Inc., Bridgeport 2, Connecticut 
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Each Blade 
Clearly marked for 
tooth size and what 
it will cut 

Each Blade 
Marked for front end 


Each Blade 


| Painted, looks good, 
rust resistant 


Give the mana 
blade made to 
do a man's work. 





Ask your jobber for Griffin Hack Saw 
Biades, Coping Saw Blades 
and Scroll Saw Blades 


Zz 


(LL 
G. W. GRIFFIN COMPANY 


Franklin, New Hampshire 


Sales Agents: 
John H. Graham & Co. Inc. 
105 Duane St., New York 8, N.Y. 
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Promotions... 


jack up sagging sales 


How we organize promotions at wholesale 
level that command respect of top management 
and the enthusiasm of our sales force. 


by A. M. Roberson 
C. M. McClung & Co. 


Knoxville, Tenn. 


(An address delivered at spring meeting National Assn. of Sheet Metal Distributors, 
Chicago, May 8) 


If your business is bad, sales off, 
expenses climbing, if you are wor- 
ried over conditions, don’t blame it 
on politics, world events, the weath- 
er or other things over which you 
have no control. 

Analyze the cause carefully. You 
need more sales. 

I never cease being amazed at 
the number of firms still doing 
business the same way they did 50 
years ago. 

Our trade magazines are filled 
with articles telling us how to do 
a better job, how to sell more goods, 
but do we learn well from these 
articles? 

Most of us do not. We continue 
the same old routine. We buy our 
goods at as low a price as we can, 
we price them competitively, we en- 
ter them in our catalog, give them 
to our salesmen and hope by some 
magic someone will call for the 
goods or our salesman will be for- 
tunate enough to take it off some 
customer’s want list. 

Yes, it’s the same system Saund- 


ers Norvel tells about in his book, 
“Forty Years of Hardware.” 

With this system of operation, 
it’s no wonder our volume of busi- 
ness reacts violently to the least 
change in conditions. 

There is a _ solution that will 
minimize the activity dips or soften 
the bumps. It is sales promotion. 

The tougher times are the more 
we must promote. 

What kind of promotions? Basic- 
ally, the distributor can boil this 
down to two types. 

First, the promotion to sell his 
goods to the dealer. 

Second, the promotion to help the 
dealer sell his to the consumer. 

Both can run concurrently and 
should be run constantly. Not a day 
should elapse without some type of 
promotion going on. 

Let’s first consider the type of 
promotion to sell our goods to the 
dealer. 

A promotion must have a cause. 
Closeouts and bargain sales are too 
worn-out and should not be used 
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as themes for a major promotion. 
Select a cause that has more appeal. 
Anniversary or tribute types are 
the best. 

A promotion committee consist- 
ing of all buyers and the sales man- 
ager is a necessity. 

Plan far enough ahead so that 
some real values can be arranged 
for. Buyers should select items 
with care. If necessary, visit fac- 
tories or arrange to contact your 
source principals and lay your 
plans before them. 


Buy for a real promotion 

You'll be surprised how coopera- 
tive manufacturers can be when a 
real planned promotion is presented 
to them. 

Often times a manufacturer will 
furnish you a high quality item at 
a promotion price. Most will prefer 
to pack the item in a private label 
earton. This is ok. If it has value, 
good dealers will recognize it. 

Don’t be miserly, plan for a real 
promotion and buy for it. 

Too many good promotions fall 
flat when sales go into high gear 
and goods fall short in supply. To 
rekindle the fire after a period of 
shorts is more difficult than start- 
ing a new promotion. 

We have found that a _ well 
planned promotion will remove 30 
or 50 times the regular quantity of 
the items shown. Buy accordingly. 


Promotion lives 120 days 

When good money in good quan- 
tity is tied up in a promotion, man- 
agement is going to be more inter- 
ested and determined to see that it 
does not flop. 

A good promotion should be 
planned for 90 to 120 days dura- 
tion, and should consist of 100 to 
150 good items. When the items 
have been selected then orders 
should be placed and 50 percent of 
the goods for the planned total 
sales should be procured at once and 
the balance scheduled for shipment 
in 45 days. This will help turnover 
and give you a chance to alter speci- 
fications on some items not panning 
out. 

The preparation and presenta- 
tion of a promotion are most im- 
portant. 

A separate section of the catalog 
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Desmond-Simplex 


coke“ ckeeneeuer 
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THE DESMOND-STEPHAN MFG. 








The “do it yourself’”’ 
vise with industrial 
quality features 


At competitive prices 
there's only one vise line 
that gives you these top-quality 
selling features in every vise 
in the line: 

steel channel slide 

enclosed screw 

shoulder-fit jaw inserts 
cut-off tool 

pipe jaws 

one-piece no-pinch handle 





Jaw widths: 3”, 32”, 4”, 5” 
for various needs of shop, farm, 
garage, school, or home. 
On top of all this, 
Desmond gives 

you replaceable 
hardened steel 

pipe jaw inserts 


in the two large sizes. 


LEADING HARDWARE DEALERS PROMOTE EXTRA VALUES IN 


URBANA, OHIO 


Use handy coupon to obtain facts 
on the new Desmond-Simplex 
Vise Display Deal. 


THE DESMOND-STEPHAN MFG. CO., 
Please send me full details on the new Vise Display Deal. 


Name 





URBANA, OHIO 





Firm 





Address 
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Wake more money on Fasteners -- 


yh folod @- tale me 1-1) Mm lel- mm -teta-k4— 
that steady buyers want 





HOLTITE 
for any job 





















What line of fasteners is the best business-builder? You'll find 
the answer in the workmen’s tool kits . . . on any job. 





Why do so many craftsmen select Continental HOLTITE? 
Because they know “Continental” means special quality and 
uniformity that saves them time and avoids trouble on the job. 
They know, too, that Continental makes all the types they 

need for fastenings in wood, metal, or plastic-bonded pressboards. 


These men are the steady customers for fasteners. Stock the 
line they like. You'll find that fastener business pays extra 
profits when you “Count on Continental”. For details, write: 
Continental Screw Co., New Bedford, Mass. 


CONTINENTAL 


HOLTITE FASTENERS <<. 





a 


Phillips and Slotted Head _ta 


TAPPING SCREWS 
Thread Forming 
and Thread Cutting 


WOOD SCREWS 
MACHINE SCREWS 
STOVE BOLTS 

NUTS * WING NUTS 





| 
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Promotions... 


jack up sagging sales 
(Continued ) 


must be prepared, using a pleasing 
colored page. Be sure to avoid the 
eye irritant colors. 

Do not crowd a page, use not less 
than % page per item and when 
necessary even more. 

Use department store practice in 
pricing, show the true retail value, 
the regular dealer price and the 
special promotional price. 

Now hold a special sales meeting 


with all items attractively dis- 
played. 
Have all items presented and 


demonstrated at the meeting in an 
enthusiastic manner. This is no 
place for timid souls and introverts. 
Don’t let the promotion die before 
it starts by a lackadaisical presen- 
tation. 


Salesmen champ at bit 


If properly presented, all sales- 
men will be squirming to get out 
and start writing orders. 

Advertising the promotion is 
most important. About 30 days 
prior to promotion, teasers should 
be sent out by mail. These can be a 
blotter with just a question mark 
on it, followed by two or three sim- 
ilar ones. 

During the life of the promotion 
several well prepared circulars 
should be distributed direct to the 
dealer. Even at this stage we can’t 
wrap the promotion up. Pre-writ- 
ten and pre-priced order blanks of 
the same color as catalog section 
should be used. 

Now we set up the mechanics for 
successful prosecution. Each sales- 
man is given a quota of every item 
based on the planned total sales. 

All orders are written on a spe- 
cial color order blank and orders are 
tabulated, item by item, for each 
salesman. 

Salesmen dragging their feet are 
sent special samples and prodded 
until their sales are average. 

Last but not least, all salesmen 
should receive a letter from the 
chairman of the board, president 
and sales manager emphasizing the 
importance of the promotion and 
what management expects of each 
man. 

After several of these promo- 
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tions, dealers will be on the lookout 
for future ones. This type of pro- 
motion even encourages the dealer 
to get into the act. Promotions like 
this provide plus business and cer- 
tainly are a shot in the arm to help 
level out the dips. 

The second type of promotion is 
the dealer aid type. 

The dealer must have some medi- 
um of selling to compete with the 
mail order firms, chain stores and 
discount houses. Most cannot af- 
ford expensive newspaper ads. His 





efforts here would look feeble as 
compared with whole newspaper 
sections used daily by large chain 
stores. 

The most economical and effec- 
tive method is the distribution of 
well planned and attractive broad- 


sides. 


Here we run into dealer resis- 


tance and lethargy. 


William A. 


Phair, editor of HARDWARE AGE, 


points this out in a very fine edi- 


torial in HARDWARE AGE, March 27, 


page 7. 
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Vi me fi, , 
With offices in all principal cities and a 4” 
nationwide staff of experienced store 
planners we service all inquiries promptly 
Be right—Be sure—Decide after 
you have M &D quotations. ; 


lf you're “Garden Center’’ conscious 
M & D has the answers to. 


Call in the M & D man now to plan 
for increased volume and 
profits for your store. 


M & D Store Fixtures, Inc. 


> Qicsr 
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>->>> MODERN DESIGN 
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\<. Fit/the | Merchandise 


® End 


44 standard color combinations are available 


in durable baked enamel finishes. 
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M.D supply the fixtures of choice to the 


retail hardware trade at challenge prices. 


TEAR ME OFF AND MAIL ME TODAY 
To Our Neorest Office Please 

VieD Store Fixtures, Inc. HAZ-3 

245 Vineland Avenue, (City of Industry) La Puente, California or 

6 No. Michigan Avenue, Chicago 3, Illinois 


Have your Store Pianning Engineer contact me. | am interested in 
a Upgrading or remodeling [ 


Complete Store Installation | 
Gondolas [() Piatforms — 


NAME 


STREET 


a ee OS 


Wall Units [ 
Regional sales offices in other important cities throughout the U.S.A. 
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Convention Calendar 











conventions shows 





conferences 
















for 
over 
75 years 










1958 
June 


2-12 Cotter & Co. Toy, Gift, Fall 
Goods Show, Chicago 
































2-27 American Hardware Supply Co. August 
Annual Toy Show, Pittsburgh ere ery emery 
see 8-10 Ace Hardware Corp. Summer San Francisco 
Convention & Toy Show, Chi- 


18-29 American Hardware Supply Co. 
lat 


cago. 


MOUSE 8-10 W. Bingham Co. Annual Sum- Pitteburgh 
and RAT mer Dealer Toy Show, Cleve- 
land 
September 


12-14 Texas Wholesale Hardware 
Assn. & Texas Hardware Boost- 
ers Club, Galveston 


15-16 W. Bingham Co. Annual Sum- 
mer Dealer Toy Show, Syracuse 


N. Y 


21-26 Associated Pot & Kettle Clubs 
of America Annual Convention, 
Arrowhead Springs, Calif. 


22-23 W. Bingham Co. Annual Sum- 
mer Toy Show, Jackson, Mich. 

July 
7-11 National Housewares Exhibit, 


a, wa a Atlantic City 


>K PREFERRED 21-23 Our Own Hardware Co. Summer 





Convention Check List 


For complete details about the conventions listed by dates below use 
the alphabetical listing following this quick check list 


27-30 Associated Fishing Tackle Mfrs. 


27-31 Nationa! Retail Hardware Assn. 


28-Oct. | National Builders’ Hardware 
28-Oct. 3 Independent Hardware Ex- 


29-Oct. 3 National Hardware Show, 


October 





Trade Show, Chicago 


Congress, Chicago 


Gift & Fishing Tackle Show, 


7-10 Mid-West Hardware & House- 
wares Show, Chicago 

8-9 Wolter H. Allen Co., Inc., An- 
nual Stockholders’ Meeting & 
Merchandise Show, Dallas 


Convention, Chicago 
hibit, New York 
New York 
5.8 American Hardware Mfrs. Assn. 
—National Wholesale Hardware 


Assn. National Conventions, At- 
lantic City. 








= | BRAND Convention & Stockholders Meet- 
the McGill PYZKG 


ing, Minneapolis 
Over 75 years of customer preference 
attractively packed in this convenient, | 
self-service 2-PAC. Eye-appealing, buy- | 
appealing, pre-priced two for fifteen cents, | 
and transparent package are proven traffic | 
stopper features. Easy dependable, four-way 
trigger action build customer satisfaction. 



























American Hardware Mfrs. Assn. joint 
annual convention with the National 
Wholesale Hardware Assn., Oct. 
5-8, Atlantic City, N. J. Head- 

quarters Marlborough - Blenheim 

ALSTEEL 2-PAC Hotel. Arthur L. Faubel, AHMA 

This attractive, nickel- secretary, 342 Madison Ave., New 

plated Alsteel 2-PAC York 17. Thomas A. Fernley Jr., 

sells itself. Easy and safe | NWHA managing director, 1900 


to set, sanitary ejection : 
plus fast, dependable Arch St., Philadelphia 3. 


action features trap | ; ge 
more sales. | Associated Fishing Tackle Mfrs. Trade 


| Show, July 27-30, Sherman Hotel, 
McGILL APEX SCRAPER Chicago, Sponsored by Associated 
Fishing Tackle Mfrs., 430 Bond 
Bldg., Washington 5, D. C., John 
M. Holmes, secretary-treasurer. 





For business and home 
use, this attractive, five 
position, razor blade 
type scraper and cutter 
has sure-fire sales ap- 
peal. Each scraper sup- 
plied with blade ... 


ready to use. 









Associated Pot & Kettle Clubs of 
America Annual Convention, June 
22-26, Arrowhead Springs Hotel, 
Arrowhead Springs, Calif. General 
chairman George P. Wilcox, 2330 

METAL PRODUCTS W. Third St., Los Angeles 5. 

acd COMPANY 

MARENGO ¢ ILLINOIS National Builders’ Hardware Conven- 
tion, Sept. 28-Oct. 1, Chicago. 





National Events 


Headquarters and exhibition Hotel 
Sherman. Exhibition Sept. 29-Oct. 1. 
Sponsored by National Builders’ 
Hardware Assn., John R. Schoemer, 
managing director, 515 Madison 
Ave., New York 22, and American 
Society of Architectural Hardware 
Consultants, George P. Merrill, ex- 
ecutive secretary-treasurer, 220 “E” 
St., Santa Rosa, Calif. 


National Hardware Show, Sept. 29- 


Oct. 3, Coliseum, New York City. 
Sponsored by National Hardware 
Show, Inc., 331 Madison Ave., New 
York 17, Frank Yeager, director. 


National Housewares Exhibit, July 


7-11, Convention Hall, Atlantic 
City, N. J. Sponsored by National 
Housewares Mfrs. Assn., 1140 Mer- 
chandise Mart, Chicago 54, Dolph 
Zapfel, executive secretary. 


National Retail Hardware Assn. Con- 


gress, July 27-31, Conrad Hilton 
Hotel, Chicago. Sponsored by Na- 


HARDWARE AGE, JUNE 5, 1958 





Le et ND LEIA ERNE tO fy, De MS 


ee aed 





tional Retail Hardware Assn., 964 
N. Pennsylvania St., Indianapolis 
4, Ind, 


National Wholesale Hardware Assn. 


joint annual convention with the 
American Hardware Mfrs. Assn., 
Oct. 5-8, Atlantic City, N. J. Head- 
quarters Marlborough - Blenheim 
Hotel. Thomas A. Fernley Jr., 
NWHA managing director, 1900 
Arch St., Philadelphia 3. Arthur L. 
Faubel, AHMA secretary, 342 Mad- 
ison Ave., New York 17. 


Regional Events 


Ace Hardware Corp. Summer Con- 


vention & Toy Show, June 8-10 
at Ace Warehouse, 2355 S. Blue 
Island Ave., Chicago 8. 


Walter H. Allen Co., Inc., 24th An- 


nual Stockholders’ Meeting & Mer- 
chandise Show, Sept. 8-9, at Baker 
Hotel, Dallas. Company offices are 
at 6210 Denton Drive, Dallas 35. 


American Hardware Supply Co., 41 


Terminal Way, Pittsburgh 19, An- 
nual Toy Show, June 2-27, at com- 
pany warehouse and Gift & Fishing 
Tackle Show, Aug. 18-29, at com- 
pany warehouse. 


Bingham Co. Annual Summer 
Dealer Toy Show, June 8-10, at 
company warehouse, 1278-98 W. 9th 
St., Cleveland; June 15-16, at War 
Memorial Building, Syracuse, 
N. Y.; June 22-23, at Hotel Otsego, 
Jackson Mich. 


Cotter & Co. Toy, Gift & Fall Goods 


Show, June 2-12, company ware- 
house, 365 E. Illinois St., Chicago. 


Mid-West Hardware & Housewares 


Show, Sept. 7-10, Navy Pier, Chi- 
cago. William B. Moody, show man- 
ager; William F. Ewert, operations 
manager, 1451 Merchandise Mart 
Plaza, Chicago 54. Sponsored by 
Illinois, Indiana, Michigan and Wis- 
consin Retail Hardware Assns. 


Our Own Hardware Co. Summer Con- 


vention & Stockholders’ Meeting, 
July 21-23, at company offices and 
warehouse, 618 N. Third St., Min- 
neapolis. 


West Coast Housewares Show, Aug. 


3-6, at Western Merchandise Mart, 
1355 Market St., San Francisco. 
Sponsored by Western Housewares 
Assn., Western Merchandise Mart, 
1355 Market St., San Francisco 3. 


State Events 


Texas Wholesale Hardware Assn. and 


Texas Boosters Club Annual Con- 
vention, June 12 - 14, Galveston. 
Howard Weddington, 1327 National 
City Bldg., Dallas 1. 
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Lightweight 20 Gauge 


“> 


BROWNIN{[; 


presents 2 new 
Automatic-9 Shotguns 
for 1958 


Browning dealers almost unanimously 
requested the addition of two new 
models to our automatic shotgun line. 
Production has commenced, and the new 
models will be ready for delivery by 
September Ist. 


LIGHTWEIGHT 20 GAUGE AUTOMATIC-5 


Has all the features of the lightweight 12 and Sweet 
16 yet in small size — for Hunting and Skeet. 


5 shot capacity. 3 shot adapter included. 

Shoots a// 254” shells including 2%" Magnums. 
Two barrel lengths —- 26” and 28”. 

Plain matted barre} or ventilated rib. 

Choice of 5 chokes: Full, modified, improved cylinder, 
skeet, cylinder. 

6% Ibs. to 6 Ibs. 6 oz., depending on barrel length 
and rib. 

Left hand safety optional at no extra charge at time 
of order. 

With plain matted barrel 144” retail; with ventilated 
rib *164°. 


AUTOMATIC 3-INCH MAGNUM 12 GAUGE 


Has all the features of other Automatic-5’s, plus a 
special recoul absorber and recoil pad. 


Shoots all 12 gauge 3’ Magnum shells as well as all 
2%” Magnum and 2%” High Velocity with equally 
excellent pattern performance. 

32 inch barrel to give a longer sighting plane for 
distant target accuracy. 

Tight full choke for long range pattern density. 

5 shot capacity with folding crimp 3” shells and all 
2%” shells. 4 shot capacity with rolled crimp 3” shells. 
3 shot adapter provided with each gun. 

Left hand safety optional at no extra charge at time 
of order. 

Plain barrel model (8'2 Ibs.) *140°° retail. 


Ventilated rib model (8% Ibs.) *160°° retail. 


Prices include recoil pad. 


BROWNIN[Z 


For jurther information write 


Browning Arms Co. Dept. 6T 
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WHAT'S NEW 








(Continued from page 15) 


7-piece glass baking set 


This set nestles six Pyrex brand 
6-oz custard cups in tin-dipped steel 





wire rack for baking and serving. 
Set was designed to fit snugly into 
a Pyrex brand two-quart utility 
dish for baking custard and other 
dishes in water. Set lists at $1.49. 
Corning Glass Works. 


For more data circle No. 14 on postcard, p. 75 


Masonry patching kit 


The Patch-Crete masonry kit 
contains complete materials and 
trowel for filling and restoring con- 
crete and cement surfaces. This all- 
purpose plastic latex cement patch- 





ing compound needs no_ water. 
Sticks like glue to wood, brick, 
stone, cement, cinderblock and ma- 
sonry. Offered in 8, 14, 52 and 64 


lb sizes. Camp Chemical Co. 
For more data circle No. 15 on postcard, p. 75 


Nylon motor starter rope 


Made of filament nylon this nylon 
motor starter rope is 42 in. long 


72 


with round hardwood handle at- 
tached. Sold in standard size of 
9/64-in. diameter, it has an extra 
hard lay for less wear and longer 
life, even after continual use. Pack- 
aged on cards of 12, individually 
wrapped in cellophane. Also pack- 
aged in half and full reels of 15 and 
30 lb. Columbian Rope Co. 


For more data circle No. 16 on postcard, p. 75 


House marker numerals 


Customers who want three di- 
mensional house numerals will want 
the Zemac die-cast metal Home 
Mark numeral which stands 4 in. 
high. Finished with lifetime triple 
chrome plate or Brite Brass with 
baked transparent lacquer and peb- 
ble die-cast finish. Extra long 
screws with each numeral. List 65¢ 





each. Free display rack with order 


of 50 units. Picket Products, Inc. 
For more data circle No. 17 on postcard, p. 75 


Double-treated tarpaulin 


Customers who want tarpaulins 
for heavy-duty work will want the 
double treatment processed Eagle 
farm and truck tarpaulins. They 














are treated with resin, baked to 
seal resin in canvas, then treated 
with vinyl and aluminum and given 
a second baking. These treatments 
make tarps flexible and help them 
reflect 90 percent of sun and heat 
rays. H. Wenzel Tent & Duck Co. 


For more data circle No. 18 on postcard, p. 75 


12 in. groove-joint plier 
This Diamond 12 in. Super 
Groove-Joint plier offers extra 





strength and can be used for many 
jobs where a pipe wrench would 
normally be needed. Also available 
with smooth jaws for use on chrome 
plated plumbing fixtures. Retails 
for $3.50. Several other new pliers 
are featured in Diamond’s 50th 
anniversary catalog now available. 


Diamond Tool and Horseshoe Co. 
For more data circle No. 19 on postcard, p. 75 


Aluminum roof coating 


Homeowners who like aluminum 
roof coating in colors will want 





Shef-Kote. This special formulation 
of abestos fibers, asphalt, fine pres- 
ervations, oils and polished alumi- 
num flakes tinted in leaf green, 
golden brown, silver blue, rose red, 
colonial white and aluminum is 
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jacked with consumer buy qypeal 
NEW GREENLEE 











perma 





NEWEST AND BEST WAY FOR YOU TO DISPLAY AND SELL BITS AND CHISELS, 
NEWEST AND FINEST WAY FOR YOUR CUSTOMERS TO BUY AND KEEP THEM! 


Sparkling new Perma-Pak .. . exclusive with GREENLEE... 
gives bits and chisels greatest consumer ‘buy appeal.’” Every tool 
reaches your customer factory-sharp, in a permanent container. Perma-Pak 
hangs at the workbench or fits neatly into the tool kit. Sizes boldly labeled to give 
instant selection. Picture window pack easily opened for customer 


inspection. Displays beautifully in your store . . . stacks, hangs, sells! 





4, 82:30 cha ae 
one amo + . 
x | aR oon POO . <3 BM. sea : 


\\ lad RREE Sevag Tee Fick displays 

















RPerrry 
® Pak tools by 


You get this display 
and chisel FREE 

with your order for 
SAMPLER SET No. 222 
shown at right. 


SET CONTAINS: 
13 fastest sellers: 9 Solide- Pldele. heil FY cif 
Center Auger Bits, 1 Ex- Pipi ob rig Fi te 
pansive Bit, 3S Chisels. Mf oS i 
YOUR COST...%14.57 
YOUR PROFIT...9.58 


ORDER NOW FROM YOUR WHOLESALER 
offer expires July 31, 1958 


GREENLEE TOOL CO. 1813 Herbert Ave., Rockford, Ill. 


WHAT'S NEW 








weather and waterproofed. Will 
cover any roof. Sheffield Bronze 
Paint Corp. 


For more data circle No. 20 on postcard, p. 75 


Roller cabinet catch 


With this spring roller cabinet 
catch closing is effortless and hold- 
ing is firm because of hinged-action 
pivot point roller. Ridged strikes 
cradle roller in front and back, 
eliminating necessity for accurate 
alignment. Frame is steel with 
tough, krome-brite finish and steel 
piano wire spring. Ajax catch 
offered with strike for lip door 
(No. 33), under shelf or flush appli- 





cation (No. 34) or with both strikes 
(No. 35). Ajax Hardware Corp. 


For more data circle No. 21 on postcard, p. 75 


Fireplace frame screens 


One of the Norwich group of 
three traditional styles of free- 
standing fireplace screens. These 
are: contoured frame with full 
length curtains; frame with low 
fender panel and frame with high 
fender panel. Offered in brass, 
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black or brass and black combina- 
tions. Decorative side pulls give 
smooth operation. Center overlap 
for spark protection. List, from 
$27.50. Bennett-Ireland, Inc. 


For more data circle No. 22 on postcard, p. 75 


Paste wax which pours 


Butcher’s Flo-Paste will pour and 
spread like a liquid, clean and shine 





like a paste. One coat will last two 
full months and requires only gentle 
buffing. It can be applied without 
an electric buffer. Butcher Polish 
Co. 


For more data circle No. 23 on postcard, p. 75 


7-shot clip magazine 

The Mossberg 7-shot clip maga- 
zine loads short, long or long-rifle 
cartridges and can be instantly ad- 
justed to any size. Clip is now 





standard on Mossberg bolt action 
repeaters (340B, 340K, 342, 342K) 
and 7-shot automatics (350K, 352, 
302K). As part No. 1220 it is of- 
fered at $2 for those who want to 








carry extra clips for speed in re- 
loading. O. F. Mossberg & Sons, 


Inc. 
For more data circle No. 24 on postcard, p. 75 


Handle for pool cleaner 


The Vac-Qua underwater vacuum 
cleaner and pump now makes avail- 





able a new aluminum handle to 
extend it to 5-ft size, making it 
possible to vacuum most rubber or 
backyard pools with ease. Twist 
locks handle at any length from 3 
to 5 ft. Operates by attachment to 
any garden hose and uses no elec- 
tricity. Retail price, $7.95. Drews 
Marine Mfg. Div. 


For more data circle No. 25 on postcard, p. 75 


Heavy-gage tarpaulins 
Homeowners, farmers, and in- 
dustrial users will want this plastic 
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tarpaulin of heavy-gage, crack- 
proof, flexible black polyethylene 
plastic. Offered as tarp in three 
sizes: 5x6, 6x9, and 9x12 ft and as 
cloth measuring 20x10, 20x2 and 
20x30 ft sizes. Unaffected by 
grease, solvents, oils, acids, caus- 
tics. Offered with and without 


grommets. Thermwell Products Co. 
For more data circle No. 26 on postcard, p. 75 
(Continued on page 78) 
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Be sure to write name 
and address on post card. 


Please use this P. O. 
Box Address for Quick 
Check Cards Only 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 
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FIRST CLASS 
PERMIT NO, 36 


New York, N. Y. 








BUSINESS REPLY CARD 


Ne postage necessary if moalied in the United States 





POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 
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Postcerd valid 8 weeks caly. After that use own letterhecd fully describing item wanted. 6/5/58 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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Postcard valid 8 weeks only. 
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After that use own letterhead fully describing Item wanted. 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


Be sure to give your full name and address on the post card. Print or type 
it clearly. We .annot service post cards with incomplete addresses. 
Wil 
it 
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me 
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Please use this 






HARDWARE AGE 
Post Office Box 60 
Village Station 

NEW YORK 14, N. Y. 


I 























































A big help for busy deai- 
Use this card for tree 























Box Address for Buick 
Check Cards Only 
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Fix UP 5 
PAINT UP 2 
TOOLS 


Tot Ea A 


THEY SELL MORE TOOLS IN LESS SPACE | 


You get more 
sales power 
with a NEW 
HYDE counter 
Tool Tower 


Fix UP 
PAINT UP 
TOOLS 






oe | 








take your pick - complete tool assortment 
with free Tool Tower for less than $20.00 


1 NO. C115 COUNTER TOWER with 

* Blue Diamond Tools Wine and gold 
colored, revolving display with four indi- 
vidually carded Blue Diamond Putty Knives 
and Scrapers. 


12 each C3E-14%4” 6 each C3E-3” 


12 each C3S-1%4” 6 each C3S-3” 


Sales List $27.90 — Dealer Profit $11.16 
— Dealer Cost $16.74. Wt., Tower and Tools 
9 Ibs. 





NO. C114 COUNTER TOWER with 

* Paint Scrapers Small, compact, re- 

volving wine and gold colored tower is given 

at no charge with this selection of individu- 
ally carded Paint Scrapers. 


6 each C78-1” 24 each 80-3 Blades 
6 each C79-1 42” 12 each 79-3 Blades 
6 each C80-2” 12 each 78-3 Blades 


Sales List $32.70 — Dealer Profit $13.08 
— Dealer Cost $19.62. Wt., Tower and Tools 
10 Ibs. 


NO. €113 COUNTER TOWER with 
* Black & Silver Tools Revolving, wine 
and gold colored Tower is packed complete 
with tools, card hanging hooks in one corru- 
gated container. No charge for Tower with 
following assortment. 
6 each C2E-142” 6 each C2E-3” 
6 each C2S-142” 6 each C2E-4” 
Sales List $30.30 — Dealer Profit $12.12 
— Dealer Cost $18.18. Wt., Tower and Tools 
10 Ibs. 


SOUTHBRIDGE, MASS., U.S.A. 


3 NEW IMPULSE SALES MAKERS 


ORDER A NEW TOWER FROM YOUR WHOLESALER 


HYDE MANUFACTURING CO. 
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SENSATIONAL 
SALES RECORDS 


Reported by Distributors of 


DALTON PRODUCTS! 


it's a combination of efficient design-features 
with their greater utility . . . sturdy construc- 
tion... ee pte prices that take the 
trade by storm! if you want to increase your 
profits, order these fast-selling DALTON items 
through your Jobber today! 


MODEL D-600 


DALTON tiscric JIG SAW 


ELECTRIC 
Fost Ceiting 


$29.95 


Complete 
wit 
3 Different 
Blades and 
Allen Wrench 


Check These 
Sales-Making 
Features: 


@ New Square Reciprocating Shaft distributes pres- 
sure evenly over two surfaces of shaft as saw is 
fed into material being cut—preventing blade from 
twisting-- giving you a clean, true cut. 

@ Grip-Switch Handle equipped with 

Switch provides COOLER handling, better control. 

If blade breaks, simply remove stub from shaft 

and put good piece back in saw. 


Now! New! Improved! 


Heavy-Duty 


4 nail holes on top 


louble tt i 

prevent separation ot |  SPEE-DEE 

racket from rail. 

ee BRACKET 
A 


with Exclusive Flanged 
Nail Holes for quick, 
easy disassembling. 
Takes dressed or com- 
mon 2x 4 lumber 


a 


eee 
ee 
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In Display 
Package 
Per Pair 


._ 7 


17) Slightly higher 
Aa on West Coast 


The eet Wrinkle in a@ Hose Hanger 
New SPEE-DEE pn 
GARDEN HOSE HANGER 


@ Knocked-down — all parts 
attractively packaged. 












@® Saves warehouse space. 
@ Facilitates handling. 
® Allows dealer to conveni- 
ently display on ihe coun- 
ter or in window for rapid 
turnover ‘“‘impulse’’ sales. 
@ Holds 100 ft. of hose. Pat 
@ Mounts easily on any wall. Pend. 
@ Made of heavy gauge steel with handy handle, 
enamel finish 
@ Easy to assemble—bolts and nuts included to put 


together 


Suggested List Price 79¢ 


DALTON 
Fully Mechanical 
Sawhorse Legs 


Two Sizes—24” and 30” 
Heights. Sturdy, All- 
Steel. Wide saddles hold 
crossbar securely. Cross- 
bar can be any length 





Gray enamel 74 High 

finish. legs. Pr..... $4.90 
Safely with- 

stands load 30” High 

of 1500 Ibs. Legs. FR $5.80 


Slightly higher on W. Coast 





Other Profitable Dalton Products 


Dalton D-500 Portable Electric Jig Saw 
Dalton Fully-Mechanical Sawhorse Brackets 
Dalton Fold-A-Way Aluminum Ladder 


DALTON MFG. CO. 


30 S. Central Ave. St. Louis 5, Mo. 
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WHAT’S NEW 








(Continued from page 74) 


Improved compass saw 


The Magic-Slot blade featured in 
this improved compass saw has 
hook-shaped slot for quick change. 
Blade locks into handle without 
depending on friction bond or re- 
moving wing-nut or bolt. Saw may 
be used with teeth facing upward. 
Blade list $1.50; handle $2.20, 





polished, $1.75 black Epoxy finish. 
Dreier Bros., Inc. 


For more data circle No. 27 on postcard, p. 75 


Magnetic memo board 


This board has hammered brass 
or hammered copper finish, for 
home or office use. Set includes one 
metal memo board, three magnets, 
pencil and supply of memo sheets. 
Magnetic memo board holds paper 
memos, recipes, grocery lists, other 


as 
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items without pins or tacks. Lists 
at $1.79. Weinman Bros. 


For more data circle No. 28 on postcard, p. 75 


Repellent in lotion form 

The 6-12 brand insect repellent 
lotion to repel mosquitoes, chig- 
gers, gnats, sand flies and black 








flies is now offered in pleasantly 
scented lotion form. The 2.5 oz 
flexible plastic bottle is packed in 
attractive, self-contained display 
carton of 12. Retail 69¢ per bottle. 
Union Carbide Chemicals Co., Div., 
Union Carbide Corp. 


For more data circle No. 29 on postcard, p. 75 


22-in. rotary lawn mower 
Professional and home gardeners 





will want the Wil-Mow 22-in. 
t » 
\ \ 
y 
: » 
mower with four-cycle engine 


equipped with automotive-type 
cleaner. Die-cast aluminum alloy 
chassis is ribbed and reinforced. 
Blade is broached to give sharp 
cutting edge. Blades are heat 
treated and shock-resistant. Finger- 
tip controls are on mower handle. 
Wil-Mow Corp. 


For more data circle No. 30 on postcard, p. 75 


Gas-powered air rifle 


The Hahn Super BB repeater is 
a lever-action gun powered by 
carbon dioxide gas. It features 
magnetic-swing loading, gas power, 
fingertip lever action, gun styling. 
Tru-Spin rifled barrel and top tar- 
get accuracy. Single giant Cros- 
man gas Powerlet provides uniform 
power for 100 shots. Short, 2-in. 
stroke of lever feeds standard steel 
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CRESCENT PIPE WRENCHES 


HEAVY DUTY PATTERN...A really 
heavy duty wrench, far exceeding U. S. 
Government Type II Specifications. Hook 
and Heel Jaws of special analysis steel, 
triple-heat treated. Alloy handle combines 
high tensile strength and light weight. 
Seven sizes, 6” to 24”. Finished with flat 
surfaces polished...red enamel handles. 


. N 
NORMAL DUTY (STILLSON) PATTER 


NORMAL DUTY CSTILLSON) 
PATTERN... Meets U.S. Government 
Type I Specifications. Fully heat treated, 
forged steel handle and jaws. “Floating” 
housing assures positive grip and instant 
release. Six sizes, 6” to 24”. Finished with 
flat surfaces polished...red enamel handles. 
Your jobber has these tools in stock now. 


TWO NEW DISPLAY PANELS, fin- 
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ished in yellow and maroon, 12” x 24” 
will fit on any of the several Crescent 
stands and fixtures: DB 1221, 9 Heavy 
Duty Wrenches, wt. 34 Ibs. DB 1222, 
9 Normal Duty Wrenches, wt. 24 Ibs. 
Both furnished at cost 

of tools only. 





‘CRESCENT TOOLS 
Cive Wings le Work 






Sign of lhe Cbrtsan 
Fynilt Of ¢ Succllence 


Crescent is our trade-mark, registered in the United Stotes and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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Customers BU y" 


a5 need in your store. | 


REMIND ‘EM WITH 
A PROMINENT 
DISPLAY OF NEW 
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Ball Bearing 


SICKLE and TOOL 


GRINDERS 


and Abrasive Wheels 





NEW ELECTRIC TOOL GRINDER 
@ Heovy Duty 4 H.P. or 1/3 H.P. Motor. 
© Chisel Grinding Attachment included. 
@ Easy Access to front of wheels. 
® Ball Beoring. 
















POLISHING 
HEADS 


fill exacting needs of 
gour most particular 
customers ct the right 
price. A full line of 
Belt driven Sickle 
end Tool Grinders 

. aiso Hand 
operated Tool and 
Sickle Grinders. 





New improved “oil 
SAW MANDRELS 


® Ball Bearing type available with single 
or double threaded ends. 

® Pillow Block — with end pulley. Also 
center pulle 

° A oy Line! 





Fully Vitrified 


ABRASIVE WHEELS 
SICKLE CONES by 
WISSOTAI 


Safeguard good tools 
end sections. Cool, 
fast cutting . Are 
better balanced. Uni- 
formly made. Accu- 
rately dressed. Care- 
fully tested. 


CUSTOMERS WON'T BUY ‘EM IF 
THEY DON'T SEE ‘EM! 
. . « STOCK THE FULL WISSOTA LINE! 


WRITE FOR COMPLETE CATALOG! 
Ask Your Jobber's Salesman. 





MANUFACTURING COMPANY 
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WHAT'S NEW 











BB’s 


from 30-shot, 
tubular magazine. P. Y. Hahn Mfg. 


Co., Inc., Div. Crosman Arms Co. 
For more data circle No. 31 on postcard, p. 75 


spring-feed 


Chain ring toss game 

Here’s a game to intorest adults 
and youngsters for indoor or out- 
door use. Four chain rings are 
covered with washable, abrasion 
resistant plastic. Set includes two 


RANG ee ae 





cups, two stakes, four rings in dis- 
play carton. St. Pierre Chain Corp. 


For more data circle No. 32 on postcard, p. 75 


Paint-roller frame 
The Slip-Off unit paint roller has 


'new plastic and caps and handle. 
| Roller covers are easily removed or 
| 





inserted. Spring cylinders are made 
of two corrosion resistant sections 
with strong zinc plated springs to 
accommodate any paint roller cover 
new being made. User can quickly 
change colors or types of finish be- 
ing applied. Offered in three sizes. 
Thomas Products Co. 


For more data circle No. 33 on postcard, p. 75 


Electric space heaters 


The 16 model Arvin heater line 
includes eight new models, includ- 





ing 220-volt heaters for low cost— 
power districts. Heaters are priced 
from $44.95 to $69.95. Instant heat 
is a feature of the five new 110-volt 
heaters. Model 5839, 110-volt model 
shown, produces radiant and fan- 
forced heat. List $39.95. Arvin In- 
dustries, Inc. 

For more data circle No. 34 on postcard, p. 75 


Lockset installation kit 


This installation kit includes all 
tools required for Kwikset 400 line 





lock installation. This 12x11x3-in. 
kit has eight installation aids for 
use with hand or power tools and 
is available to dealers for price of 
installation aids alone. Can be 
rented or loaned to do-it-yourself- 
ers. Includes two-hole jig for stand- 
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NEW IRWIN Adapter 


Shank sits 


Patented 





fit both hand braces and electric drills 


big market ...less inventory ... full profit margins 
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RUNS TRUE IN ELECTRIC DRILLS 


© It comes like this FOR USE IN HAND BRACES 








Sell in volume to plumbers, electricians, carpenters, general repair and maintenance men, 





utility and construction workers — most all users of both hand braces and electric drills. 


No other bit has so many easy-to-sell features 


Cuts inventory costs for users by 50% because one Irwin 
Adapter Shank Bit does the work of two regular type bits. 
Saves time, too. Fewer bits to carry in tool box or select 
from while on the job. Costs less than other electric drill 
bits made with a single usage shank. Precision ground 
shank with its 6 equally spaced flats chucks perfectly, runs 


true with screw point. No wobble. no run-out when used 
in power drills. 10 Electrician. Car Bit and Ship Head 
Car Bit types, sizes 4/16” to 17/16”. Both solid center and 
single twist designs. Every Irwin Adapter Shank Bit highly 
polished and heat tempered full length for lasting strength, 
longer life. Big market . . . so order big today. 


Order from your Irwin wholesaler today 
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New Irwin Catalog No. 53. Simplified page 
make-up gives recommended uses for each bit, 
along with principal selling features. All indi- 
vidual bits, sets and free merchandising displays 
illustrated for easy identification when ordering 


or talking to customers. Saves time, helps close 
sales. Also includes recommended auger bit 
stocks for fastest turnover in your store. Write 
Irwin, Wilmington, Ohio, for your free copy of 
new Catalog No. 53 today. 


The Irwin Auger Bit Co., at Wilmington, Ohio, USA, since 1885 
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SOLDER 


The Fine Complete Solder Line 


SOLDER IS A SALES “NATURAL” FOR THE 
DO-IT-YOURSELF MARKET especially if 
you have the complete profit-maker 
Kester Solder line in stock. Kester 
helps you sell with the handy 16-page 
“Soldering Simplified” manual... 
free to your customers. Write 

Kester today for a supply of 

this instructive literature. 


KESTER SOLDER COMPANY 


4207 Wriahtwood Avenue 
Chicago 39, Illinois 


Newark 5, New Jersey 
Brantford, Canada 


Att 
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WHAT’S NEW 


2 and %-in. 
bits, strike and latch mortisers, 
strike locator, cylinder reversing 
tool and power drill adapter. Spe- 
cial offer until Aug. 15. Kwikset 
Sales & Service Co. 


For more data circle No. 35 on postcard, p. 75 
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Weatherproofed plate 
Customers using outdoor electri- 
cal equipment will want the new 
weatherproof Eagle duplex recep- 
tacle plate which will weatherproof 
any standard receptacle—conven- 
tional or U-Ground. It is corrosion 





resistant, has rubber mat and self- 
sealing rubber gasket to keep out 
dirt, dust, dampness and rain. 
Covers have steel hinge springs. 
Eagle Electric Mfg. Co., Inc. 


For more data circle No. 36 on postcard, p. 75 


An all-purpose cleaner 

Zip-O is an improved concen- 
trated all-purpose cleaner. One con- 
tainer will make five gallons of 
cleaner which can be used to clean 
dirt, oil, grease, etc., from rugs, 
upholstery, all types of floor, leath- 


iMppove? 


COncenssat? 
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_ Outdoor Life scooped 
the story... 
‘Animal Trap Company 
scooped the industry 
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Rafter set Water set 
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REVOLUTIONAR ’ 
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How tt Works 
gauge 7* 








Victor 





The Victor Conibear Trap is the first 
completely revolutionary trap developed 
since the history of trapping began. More 
important, it is the world’s first practical 
humane killer trap. Available now from 
your wholesaler! 


Get the complete facts... be the first 
to offer the exclusive Victor Conibear 
Trap in your area. Wire or phone your 
wholesaler today! 


ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. Pascagoula, Miss. 
Niagara Falls, Canada 


sensational new 
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WHAT’S NEW 


er, plastic, brushes, ete. Also of- 
fered in giant size container 
make 36 gal of cleaner. 
Chemical Laboratories, Inc. 


For more data circle No. 37 on postcard, p. 
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Alkali resistant primer 


Customers who have alkali or 
moisture problems inside or out- 
side their homes will be interested 
in this primer. Pittsburgh Alkali 
Resistant Primer 17-40 is for use 
on badly weathered or chalked 
plaster, masonry or cement sur- 
faces before application of PVA 
masonry finishes. Available in 
quart, gallon and 5-gal containers. 
Pittsburgh Plate Glass Co. 


For more data circle No. 38 on postcard, p. 75 


Knick-knack window shelf 
Women who like to show plants 
in the window will want this knick- 
knack shelf which can be suspended 
from any double-hung window. Two 


black Bonderite shelves are com- 
bined with lustre-bright brass up- 
rights. Shelves will hold four to six 
plants or figurines. Artistic No. 





58-10 lists at $2.98. Artistic Wire 
Products Co., Ine. 


For more data circle No. 39 on postcard, p. 


65-record portable rack 
Customers who want a high capc- 
ity record rack will be interested in 
this model made of heavy-duty. 
non-sag construction, with spring 
steel separators. Racks have extra 
heavy carrying handles and rub- 





ber tipped permanently attached 
feet. List, jet black, $2.95; gold 
tone, $3.45; brass plated, $3.95. 
Snyder Mfg. Co. 

For more data circle No. 40 on postcard, p. 
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Mower replacement engine 
Dealers who service power mow- 
ers can get a series of new short 
block engines. Dealer services fuel 
and ignition system parts from 
original engine and transfers them, 
with other external parts, to new 


short block engine. This helps 
dealer move repairs faster and 
keeps his engine parts stock at 








1A-25A 
FUEL OIL FILTER 


e 41 sq. in. filtering 
surface 

@ 3%" dia.—5'Ac" high 

e %” or %”" pipe 
openings 


( 















FOR AVERAGE HOMES, SPACE HEATERS 
Finest Wool Felt “Step Design” cartridge traps 


both particles and moisture, eliminates danger 


of clogged nozzles. New plastic, corrosion-proof 
finish — won't chip, crack or fade. Durable, all- 
metal construction. 
FOR OILS, CHEMICALS, DISINFECTANTS 
Filters heavy fuel oils and 


lubricating and 






2A-17A 
FUEL 
OIL 
FILTER 


) 


hydraulic oils. Protects farm spraying equip- 
ment. Washable Monel cartridge (30, 60, 100, 
150, or 200 mesh). Corrosion-proof plastic finish. 















2 
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2A-T00A 






FOR LARGE HOMES 
FUEL OIL FILTER € Teter performance featuring Wool Felt 
© 83 sq. in. filtering “Step Design’ Cartridge, improved leakproof 
surface seal at bottom of bowl, plastic finish inside and 
° — pe Pa sk high out. Buna-N cap gasket prevents leaks. Longer MODEL 90 
° + Ae pipe cartridge life. WATER 
FOR BOTTOM OR SIDE OUTLET TANKS ) TRAP 
YY Removes water from oil before it reaches 
sil burner; protects filter, nozzle, pump. Inter- 


changeable °*2” inlet-outlet and %4” threaded 
brass drain plug. 


TIS 


we > 
’ 


CLEAN RIGHT 


2A-300 DELUXE FILTER FOR EXTRA FINE FILTRATION SOOT REMOVER 
FUEL OIL FILTER Metal encased “depth type” cartridge has Cuts Heating Costs up to 25% 
© 63 cu. in. filtering : capacity for largest installations. Screw-type, _ . removes up to Ys" soot 
material Sener leakproof handle — requires no tools. Plastic 


layer in 2-5 minutes! No flash. 
Non-corrosive. Improves heat- 
ing efficiency of any plant — 
oil, gas, coal, wood. 
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SEE OUR SPECIAL 


@ 5%" dia.—9'44" high 
e %” pipe openings 


finish. All-metal construction. 


Also GENERAL WARM AIR HUMIDIFIERS 
. . No float, leakproof, trouble-free! 





43800 GRAND RIVER AVE. 
NOVI, MICHIGAN 


FILTERS, INC. 


DEALER 


INCENTIVE OFFER ON GENERAL “800” HUMIDIFIER 
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Now! A Proved Plan That Lets You Sell 
Over 14,000 Items and Gives You Big Extra Profits! 


» «+ with minimum inventory and sale of initial order guaranteed 90 days: 


See for yourself why this new Western Auto agency 
plan is becoming so popular. Using a small part of 
the tota! floor space of your store, you can take on a 
limited amount of merchandise that is perfectly fitted to 
your area. And, Western Auto guarantees the sale of 
your first order for 90 days. At the end of that time, 
you may return any unsold merchandise for full credit. 
In addition, you can set up a catalog order desk and 
offer your customers over 14,000 items ranging from the 
smallest bolt to central air conditioning! Weekly truck 
deliveries from Western Auto’s big warehouses direct 
to your store keep your orders filled promptly and give 
better service to your customers. 


Through Western Auto’s trade acceptance program, you 


estern 
uto 


SUPPLY COMPANY 
2107 Grand, Kansas City, Missouri 
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can actually order your merchandise, sell it, and realize 
substantial profits, and then pay for the merchandise! 


Advertising, Merchandising and Promotional helps that 
have been proven profit makers for over 3800 Western 
Auto stores throughout the United States are automati- 
cally yours as a Western Auto sales agency. 


So don’t wait, send today for your FREE booklet. Fill 
in the coupon below and find out how you, too, can 
begin making big extra profits. 





Western Auto Supply Co.., 
Dept. HA-68 
2107 Grand Ave., Kansas City, Mo. 


Rush me today your free illustrated booklet, ‘Sales Agency 
Program,” which gives me all the facts about the catalog order 
program under the Western Auto sales agency plan. 





Name__ 





Address___ 








City __State 
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the original 


PLASTIC ALUMINUM 
and PLASTIC RUBBER 


Two great fix-it hits. ..DURO PLASTIC ALUMINUM, 
the original metal in putty form in the big 5'/, oz. 
tube...DURO PLASTIC RUBBER, amazing latex rub- 
ber in putty form, black or white, in 4 oz. tube. 
Make hundreds of money saving repairs in home, 
auto, boat and shop. Each tube retails for $1.00. 
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RUBBER IN PUTTY FORM Lance | O7 
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WATERPROOG, 





CHEMICALLY VULCANIZES 


PLASTIC 


JOIN the TEAM! ONLY DURO offers all these exclusive profit features! 
* Individually packaged in the award-winning Sho-Pak Display Card. 
* Pre-sold by consistent national and local consumer advertising. 
* Free sales aids direct to dealers. © Guaranteed shelf-life. 
© Available in many sizes. 


E cS Le, Order from your jobber or write 
WOODHILL CHEMICAL CO. 


“Originators and World's Largest Mfrs. of Plastic Aluminum" 
1390 East 34th Street Cleveland 14, Ohio 


.. + there's nothing just like 
X-I-M FLASH BOND to 
make paint adhere firmly 
and longer to almost any 
type of surface. Yes... 


FIRST 


MAKES PAINT LAST 












PREVENT 
BLISTERING 
AND 
PEELING 


@NO SANDING REQUIRED. 
It saves sanding and tacking 
off time between the primer 
coat and finish coat. 


@ ACTS AS A RUST INHIB- 
ITOR. When applied over 
slightly rusted surfaces or 
where loose rust has been 
removed it stops progressive Ask about 
action of rust. our 


IMPARTS FLEXIBILITY TO FINISH COATS. Special Dealer 
Resists damage to finish due to weather Assortment 
changes. Helps to resist dulling, chipping, 
peeling, flaking. 


Package 


Offer! 








sd YOU CAN CONFIDENTLY RECOMMEND X-iI-M FLASH BOND! 
It is not “just another primer" . it's in a class by itself, has been for 
more than 20 years. Next time any customer asks you for something that 
will make paint ‘'stick,’’ will stop peeling, popping, blistering . . . confi- 
dentiy recommend X-l-M FLASH BOND. Ask about our Special Dealer 


Assortment and Sales Helps. 


H. FORSBERG COMPANY 


86 


5107 LAKESIDE AVE 


OHIO 


CLEVELAND 14 













WHAT'S NEW 





minimum. Customer gets equivalent 
of new engine, Jacobsen Mfg. Co. 


For more data circle No. 41 on postcard, p. 75 


Residential mail box 


Homeowners who like decorative 
mail boxes will want the Polaris 
model 1032, part of the Galaxy line 
Finished in’ satin-smooth brass 





gold and midnight black. Harmo- 
nizing magazine rack conceals large 
mailing pieces behind letter box. 
Box measures 174%x6%x7 in. Vii- 
lage Blacksmith Div., General Mei- 
als Corp. 


For more data circle No. 42 on postcard, p. 75 


Axes for volume sales 

The Kelly Woodslasher is a qual- 
ity axe priced for volume sale of- 
fered in men’s single and double 
bit, cruiser, miner’s, boy’s, house 
and hunter’s models. Men’s single 
bit priced at $4.98, double bit 
$5.98, choice of patterns. Axe heads 
are forged from axe steel, heat 
treated. Fire hardened hickory han- 
dle, power driven at factory. True 
Temper Corp. 


For more data circle No. 43 on postcard, p. 75 


Two-tone knob face insets 


The Dexlock line of residential 
locks is now offered in Tu-Tone 
combinations of brass and black or 
bronze and chrome finishes with 
contrasting knob _ face inserts. 
These tulip shape knobs are offered 
with contrasting face inserts in 
key-in-knob, privacy and passage 
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ROYAL offers a new 


hardware store guide 
to BIGGER WIRE SALES 


CATALOG 4-57-8 SHOWS 


rubber and plastic jacketed portable 
cords ¢ lamp cords ¢ thermostat 
cables ¢ heater cord ¢ bell wire 

e TV and FM lead-in wire 











Leading hardware dealers build their electric 
departments around the Royal line of flexible 
and portable cords. You, too, can profit by the 
customer confidence and acceptance Royal has 
earned by its high quality and dependability. 
Catalog 4-57-8 shows the wire types and sizes 
best suited to hardware store merchandising. 


CATALOG 4-57-8 HELPS 


with easy-to-read tables, and simple, 
clear product uses and descriptions 


WRITE US FOR THIS HELPFUL CATALOG 
— or order ROYAL QUALITY CORDS from 
your wholesaler TODAY! Royal Electric Cor- 
poration, Pawtucket, R. I. 


Made RIGHT .. . to be RIGHT on the job! 





CATALOG 4-57-8 REMINDS 


you of the big-demand cords and 
wires you need to serve your customers 


ROYAL ELECTRIC CORPORATION 


AN ASSOCIATE OF an associate of International Telephone and Telegraph Corporation 


& PAWTUCKET © RHODE ISLAND 


Manufacturers of WIRE © CABLE * CORD SETS * FUSES * WIRING DEVICES 





HARDWARE AGE, JUNE 5, 1958 


You are right! 


Selling fasteners at the retail level 
can be a headache and can be 
costly. Eliminate the headache 
and make the operation profit- 


able... 


WHAT’S NEW 


ee 





With 
Sharon Refillable Fastener Assortments, the greatest discovery since aspirin 
for relieving fastener department headaches, 





You have | 

1. compact packing, larger selection, small investment. | 

2. over 1,000 of the most wanted fasteners in just seven cubic feet! 

3. a printed picture outside—printed prices inside—practically Self Service! sets. Rose matches insert and con- 
4. valuable counter space released for the profitable impulse items! trasts with knob. Dexter Lock Div., 
5. the assurance of 100% markup! Dexter Industries 


i » : For more data circle No. 44 on postcard, p. 75 
6. over 1,000 chances to say “yes” and keep your customers from going to your 

competitor. 
7. reduced your fastener inventory by 50%! TV series coloring sets 


Here is one of five popular TV 
series tie-ins in $1 and $2 color- 
ing sets including paint-by-number, 
crayon-by-number, pencil-by-num- 
ber, and magic erasable slate. A 
spiral bound book has 12 illustrated 
ecards for recoloring. Magic erasable 
slate on inside back cover and a 
box of crayons and eraser are in- 


cluded. Transogram Co. 
For more data circle No. 45 on postcard, p. 75 





Fountain brush for dye 

Those who use fast drying mark- 
ing dyes or layout fluids will want 
this Dykem fountain brush. The 
brush is soft hair on a hollow han- 











SHARON BOLT & SCREW CO.. INC. 
Norwood, Mass. 





| dle topped by a translucent squeeze 


Please mail additional information to my attention. nelle: hie Mabie Be weieiiaiiin 

















cen iniiine | The brush is filled by squeezing and 
NAME BY | releasing. One charging will cover 
: —_— _ ——e 350 sq in. of work. Comes empty 
in a dust proof plastic bag and re- 

reo tails for $1.75. Dykem Co. 
BT SE i ae SR A RRM NEN For more data circle No. 46 on postcard, p. 75 
(Please Print) (Resume reading on page 16) 
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INDIVIDUAL PEG PANELS 
MOUNTED ON 
THE NEW HUSKY 


PARADE-OF-TOOLS 
DISPLAY 


Wi 


ya) FAST SELLING, 
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New HUSKY PEG PANELS! 


Here’s the quick, more profitable way to SELL HUSKY Tools—Peg Panels that 
attach to your own peg boards—or to the new, rotating “Parade-of-Tools” 
HUSKY Display. Take advantage of the trend to “do-it-yourself” selling with 
these neat, colorful, sales-active Peg Panels that keep famous HUSKY Tools 
right out in front of your customers. Tool identification and Part numbers 
are printed on each Peg Panel and replaceable price strips are supplied. 

HUSKY Peg Panels reduce low turnover, high inventories because you have 
a wide selection of 22 different Panels to choose from .. . you stock and sell 
only the fastest moving Tools your customers prefer. Using the HUSKY 
“Parade-of-Tools Display” you can also select and show the individual Tools 


and Tool Sets you pick to feature in your store. 


Save time, space, and selling expense with HUSKY Peg Panel Displays ... | 
they’re designed for MULTIPLE use to multiply SALES — with EXTRA 


cy 


HUSKY TOOL DIVISION 
THE NEW BRITAIN MACHINE CO., NEW BRITAIN, CONN. 


PROFIT for you! 











LOW-COST HUSKY CARBON STEEL TOOLS 
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TAILOR-MADE 
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Bassick Casters 
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boosts caster turnover 


Take. a look at the display board above. 
It’s a big traffic-stopper and sales-starter 
in one large Eastern hardware store. 

What’s more, it’s proved that casters— 
properly displayed—can ring up impulse 
sales. But there’s one big thing about this 
caster display—this up-to-the-minute hard- 
ware dealer developed it to suit his own 
needs. It’s tailor-made for his own space 
requirements. It shows just the casters he 
knows will move fastest in his town. 

Why not try the same thing in your 
Store? You're the only one who knows 
exactly what you need. 

And Bassick helps you, too, with ready- 
made displays like the HD-10 below. Get 
it from your Bassick jobber. See him, too, 





ia ie te is in na Daca wn 


for all the casters you need to cash in on 
this fast-moving item. THE BASSICK CoM- 
PANY, Bridgeport 5, Conn. Jn Canada: 
Belleville, Ont. 8.13 


RATS 4 


SYMBOL OF EXCELLENCE 


MAKING MORE KINDS OF CASTERS... MARKING CASTERS 00 MORE 








TO HELP YOU SELL 


(Continued from page 16) 





foot of display space and is suitable 
for wall hanging. CD-1 assortment 
has well-balanced selection of 72 of 
the fastest moving dispensers and 
roll sizes. Rack has four-color dis- 
play panel. Behr-Manning Co., Div. 
of Norton Co. 

For more data circle No. 47 on postcard, p. 75 


Packaged hardware assortment 


Twenty different items of hard- 
to-find hardware in a variety of 


finishes are offered in the Presto 
special assortment. Catches, box 
hinges, handles, lid supports and 
locks are included in the assort- 
ment for use in fine cabinetry, tool 
chests, etc. Each item priced and 
described on package. Yellow and 
black revolving display rack free 


with assortment. Presto Lock Co. 
For more data circle No. 48 on postcard, p. 75 


Colorful toy line catalog 


The entire South Bend toy line 
is shown in full color in a new 
catalog. Included in the company’s 
line of 50 models are doll carriages, 
strollers, rockers, table and chair 
sets, doll bassinets, shoo-flys, toy 


chests, blackboards, vanities and a 
new bowling game. South Bend 
Toy Mfg. Co. 


For more data circle No. 49 on postcard, p. 75 


Power saw stand offer 


A $17.95 steel stand will be given 
free with every sale of a Delta 900, 
9-in. radial saw until June 30. The 
31-lb steel stand has four legs and 
convenient steel shelf for storage 
and can be equipped with Delta 
retractable casters. Merchandising 
package includes window banner, 
mailing pieces, special newspaper 


ad mats. Rockwell Mfg. Co., Delta 
Power Tool Div. 


For more data circle No. 50 on postcard, p. 75 


Light fixture display hanger 


With this hanger, dealers can 
display lighting fixtures on per- 
forated panel. Linlee No. 535 will 
accommodate any width mounting 
screws on canopy. Outdoor brackets 
and fixtures supplied with straps. 





List $4.80 per dozen. Linlee Sales 
Co. 


For more data circle Neo. 51 on postcard, p. 75 


Air rifie promotion kit 

To celebrate its 75th birthday a 
free “Daisy for his birthday” pro- 
motional kit is offered to tie in with 
Daisy advertising May through 
July. An 8%xll-in. card shows a 
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“Switch to Ardox saves 


189; pounds of nails per home” 
...feports builder of LIBERTY HOMES 


By using Ardox spiral nails in Liberty 
Ready-Cut Homes, the Lewis Manu- 
facturing Company of Bay City, 
Michigan, cut its nail requirement 
from 401 pounds to 211% pounds 
per home. This saving is accomplished 
in a three-bedroom ranch type with 
a 42’ x 32’ foundation. 

Other advantages reported by 
Lewis Manufacturing are easier driv- 
ing and extra holding power. Accord- 
ing to Hector Shaw, a Lewis 
carpenter foreman, “‘we found that 
once the Ardox spiral nail is driven 
into wood, it’s there to stay.” 


This threaded-to-the-head Ardox 
spiral nail actually costs less than the 
familiar straight shanked nail be- 
cause there are more nails per pound. 
This saving, combined with the extra 
holding power, ease of driving, and 
less splitting, can cut your costs 
immediately. 

Try them and keep track of the 
savings. If your local distributor does 
not have Ardox spiral nails in stock, 
get name of your nearest supplier 
from Jones & Laughlin Steel Cor- 
poration, 3 Gateway Center, Pitts- 
burgh 30, Pennsylvania. 


Jones & Laughlin Steel Corporation 


PITTSBURGH, PENNSYLVANIA 
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LUBRIPLATE 
2-C Outboard Motor Oil 


Mixes instantly and thoroughly with 
gasoline, burns completely, reduces 
carbon build-up on plugs, assures 
quick starts—minimizes stalling. 

Available in screw cap or flat top cans. 





LUBRIPLATE 


Underwater Gear Lubricants 
Lubriplate Hypoid 90 (fluid) for 
gearshift motors. 

Lubriplate No. 105 (grease) for non- 
gearshift motors, or where grease is 
specified. 


St ee : 
LUBRIPLATE 





LUBRIPLATE Marine-Lube “A” 


A multi-purpose marine grease for 
pressure fittings on outboards. Also 
for trailer wheel bearings and winch 
gears—general marine lubrication. 


WBRIPLATE 


pt 0S 


.. a 


LUBRIPLATE H.D.S. Motor Oil 


High film strength, heavy duty, fully 

detergent motor oil for inboard en- 

Ean Lubriplate Non-Detergent 
otor Oil is also available. 





Lubriplate Marine Lubricants are 
nationally advertised in the Satur- 
day Evening Post, Field & Stream, 
Motor Boating, Popular Boating, 
Outboard, Popular Mechanics and 
other leading consumer magazines. 


ee Lubripiate 
Line today! 


. LUBRIPLATE DIVISION 
Fiske Brothers Refining Company 
Newark 5, N. J.—Toledo 5, Ohio 


'holds any Daisy 


TO HELP YOU SELL 











father saying, “Happy Daisy Birth- 
day Son.” Text on unit details 
shooting training programs offered. 
Pyramid gun display 914x9 in. 
rifle. Daisy Mfg. 
Co. 
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Builders’ hardware display 
The Superette display gives 
dealers a glamorous, profit-making 
builders’ hardware center. This 
6-ft high rolling display shows 
more than 50 hardware samples for 





customer examination. 
floor space 20 in. by 3 ft. Offered 
Russwin dealers for $75 and a 
$250 minimum stock order. Russel! 
& Erwin. 
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Ceiling light unit display 


'ture to hang down. 


Here is one of four new Moe 
Light fixture display units. It 
shows wall, 
and recessed light fixtures. 


12 square open spaces. 


fit into open squares to allow fix- 
Fixtures are 


It occupies | 


ceiling, post lantern, | 
This | 
4x5 ft 4 in. rectangular frame has | 
Fixtures | 
attach to E-Z Change panels which | 








DEALERS AND DISTRIBUTORS for 


265 Badger Ave. 


MR. DEALER 
INCREASE YOUR PROFITS 


alt HY Ve, 











SELL ONE ANTI-HYDRO QUART WITH EVERY 
BAG OF PACKAGED CEMENT 


Sell Anti-Hydro quarts for cement work 
and repairs around the home and farm. 
Anti-Hydro helps to repair sidewalks and 
driveways, sets posts and poles, patches 
leaks, bonds, hastens set of concrete mixes. 








CONTAINS ANTI-HYDRO 


1. GUARDS AGAINST WATER 
2. ADDS NEW COLOR AND BEAUTY 
3. PROTECTS SURFACES LONGER 


ANTI-HYDRO AND ARIDTONE write. 


ANTI-HYDRO WATERPROOFING CO. 


information on 


Dept. 200 Newark 8, N. J. 








‘STEEL BLUE'< 







= 2305B North 11th St.» 


aT: TRADE CALLS : 


PY KEM 


’ 
\ 
| 
Bit 
2 


- Dies and 
eee > 


+itricra 


= 
~ 


» 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
St. Lovis 6, Mo. 


HARDWARE AGE, JURE 9, 1958 







ii 
’ 
vessssenttill 



















* 7 » * - * > © + - « . > > * * 7 


ae 


‘YAmerican’s PAK-IT Board 


. » . > . * » 


‘ 

a” % 
eit ee 
a mn shy wy -& ae 

ee ean 
**% ie. 
Ce 


alt 

















American’s 


Profitable impulse buying — they come, they see and 
5 they buy when you feature this attractive display of 
| American’s newest packaging advance, the ““‘Pak-It.”’ 
The compact, see-through packages invite your cus- 
tomers to buy right now . . . complete selection of 
wood screws, both steel and brass, stove bolts and 
tapping screws. 


Saves labor costs —- because your customer can make 
his own selection easily. With the American “‘Pak-It”’ 
display, the fasteners are easy to see, and your cus- 
tomers make their own choice without the assistance 
of a sales person. 


Simplified pricing — the price of each Pak-It is ex- 







The biggest news ( 
in fasteners comes from... 


AMERICAN SCREW CO. + WILLIMANTIC, CONN. 
CHICAGO, ILL. 


HARDWARE AGE, JUNE 5, 1958 


New “PAK-IT Board” 


lets every customer make a profit for you! 


actly the same! The number of fasteners in each 
package is varied, depending on the fastener size, so 
that the cost remains constant. 


Easier stock control —- because the color-coded, clearly 
marked Pak-Its arranged on the “Pak-It”’ display 
tell you at a glance when it’s time to order more. 


Saves space — no shelving problems because the 
“‘Pak-Its” are easily set up on your own space-saving 
peg board. You get more profit for the amount of 
space invested. 


Write, wire or phone the American Screw Company 
or your nearest hardware distributor. 


DETROIT, MICHIGAN 


HOTTEST NEW TOOL IN THE HAROWARE > BUSINESS / 


Amazing New P:C 


CLIK- STOP 
WRENCH 


_ holds exact opening automatically 







Pa 
_jaw won't creep... golden knurl 


outdates ordinary adjustables/ 


‘You’ll make more money with this! P&C’s N ew 
new Clik-Stop wrench handles like regular adjustable, 
but the Golden Knur! holds exact jaw openings auto- 
matically . . . no buttons, levers or gadgets. And it 
won’t work loose. Pick itup...dropit...kickit... 
the knurl won’t creep. Get in on fast tool profits. Order 


your P&C Clik-Stop wrenches today. 


ADJUSTABLE 
WRENCHES 


Order Colorful Counter Merchandiser, It’s Free! 


Ask your wholesaier sales- V/ GOLDEN KNURL HOLDS 
man today or write for fxd, ie EXACT JAW OPENINGS 
complete details on the ? 
compact 17” counter mer- 
chandiser +1700 LM that 
holds 2 each of 5 sizes of 
Clik-Stop wrenches, plus 
back-up stock. 


a 









Want more profit per square foot? 


More than 12,000 red hot P&C Tool 
Merchandisers are ringing in extra 
cash sales every day all over America. 
There’s a right size P&C Merchandiser 
for your store. Send for free literature. 





TOOL COMPANY 





oe a 
Box 5826, Portland 22, Oregon nhl a 
Chicago Warehouse and sales office, Box 87, Schiller Park, Ill. ‘ Ce 
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TO HELP YOU SELL 








display 


Ceiling 
can be used with 24x32-in. wall dis- 
play. Moe Light Div., Thomas In- 
dustries. 
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interchangeable. 


Cabinet hardware mailers 
Three Amerock folders are of- 
fered for dealer mailings. They 
measure 34, x 6 in. Beautify Your 
Home with Amerock. Cabinet 
Hardware is a full-color condensed 
eatalog showing hinges, knobs, 
pulls, catches, sash locks, lifts. An- 
other shows two-in-one Hide-A- 
Shelf hardware. Third shows Turn- 
A-Shelf hardware. Amerock Corp. 
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Wood finishes display 

Sample panels treated with con- 
temporary pigmented finishes and 
penetrating oil stains are shown on 
this counter display. Test panels are 
treated with stain-and-wipe process 
to show correctly and incorrectly 
wiped panels. One panel shows how 
wood graining can be done with 
Colorizer wood finishes without re- 





moving old finish. Colorizer Asso- 
ciates. 
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Pulley merchandiser unit 

Fifty-four pulleys are shown in 
this North & Judd No. 45 assort- 
ment merchandiser which takes less 
than a square foot of counter space. 
Features Wilcox-Crittenden brand 
cadmium-plated, rust-resistant pul- 
leys. Single and double pulleys 
range in size from % to 1% in., 















































Fast turnover 
Witialedal-imatolaate repair 
e}melelelonamdal-tamip c—— 
eo} m-Coadcor-tihvam-tahacaliare 


| K 
priced from 35 to 55¢. North &| 
Judd Mfg. Co. | 
For more data circle No. 57 on postcard, p. 75 | 








Screwdriver assortment 


The U-39 assortment of Upson | 
Standard Drivers holds 39 drivers 


— 


Plasnic seth” 
DEVCON pROOY 





NEW HANDY HOME KIT $.98 


also available In $1.89 and 


in nine fastest selling sizes. Eye- 
$3.95 retail packages. 


catcher display has clear plastic 
shelf for hanging on wall or stand- | 
ing on counter. Price and type 
number printed for each type. It 
shows 31 slotted head and eight 
crosspoint drivers. Upson Bros.., 
Ine. 
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FREE displays and 
sales aids available 


“PLASTIC STEEL is the reg. trade 


metallic molding and filling compound 
Repair kit display card 

This display card shows one of 
four different combinations of con- 
tact and condenser assemblies for 
inboard engine emergency repairs. 


Kits are formed from durable poly- 


ORDER FROM YOUR 
WHOLESALER OR WRITE 


DEVCON CORPORATION 


010 —taleollotelim-jig-1-3' 
Danvers, Mass. 
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[ CHAMPION eee 





a 
| TLECTRICAL PRODUCTS F> S 
BE PREPARED 


AUTO-LITE MOISTURE PROOF 
EMERGENCY REPAIR KI 


PADLOCKS || 
in = 
f, LATCHES | )FRAIMI | 


_ for FOUR Complete Lines 


Now all these fine old familiar lines 
are under one roof, at one address. 
Send one order. Receive one in- 
voice. Check one inventory. 
Get more satisfaction at 

SAFE .. . since 1849. 
















ethylene film to protect electrical 
parts from moisture. Condenser 
plated and sealed for protection 
against moisture. Electric Auto- 
Lite Co. 
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| 

| Air filter display stand 

| This three-color eye-catcher dis- 
| play is for counter or window dis- 









BUILDERS 
HARDWARE 





Order from your jobber. 
PADLOCK AND HARDWARE COMPANY ¢ LANCASTER, PENNA. 





NUTS 
BOLTS 

SCREWS 
WASHERS 























a... casy on the eye 


| GROSS ED ; play of Dustgard glass fiber ai 





























pee Rag ae | Ba attractive filters. American Rock Wool Corp. 
MACHINE SCREWS es For more data circle No. 60 on postcard, p. 75 
» package an ene 
EAGT facilitates Waterproofing display 
: < = both Stocking Designed to promote the sale of 
le . the new quart size cans of Anti- 
<< cc. | and handling Hydro for plugging concrete and 
A 4 
Write for \ ~ J 
NEW ia . FOR IMMEDIATE DELIVERY 
SE58E CATALOG | covsse™” PHONE WO 6.0600 
“ | seay FASTENING WIRE NEWARK 365 @ WRITE 


ATLAS SCREW & SPECIALTY CO. 





450 BROOME STREET - NEW YORK 13, N.Y. 
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SHOVELS and SCOOPS 


“Known the World Over” 





@ Forged from tough, chrome 
So nickel alloy steel for maximum 
A resistance to abrasion and 
hard use 





@ Specially designed for indus- 
trial use 











@ Only top grade of selected 
Northern Ash handles 


@ Exclusive Armor-D top... 
virtually indestructible 


SEE YOUR AMES 
INDUSTRIAL DISTRIBUTOR 
TODAY 


O. AMES Co. @8yiF> 


eee —————— 


) Parkersburg, West Virginia _ 








OQ. Ames Company also manufactures Ames-Maid metal 
household furniture and Ames-Aire casual furniture 














Display merchandise where Write,Wireor | 
Your Customers can see it— Phone Today | | 
want it—and buy it! .».Yours for the 
Only Heller Flexible View Fixtures offer ne | 

so many sales-proven features. Heller prices... | 


fixtures are the right answer for those fast, Ask for Catalog 
impulse sales that make for greater profits. “NA” 





W.C. i eller aco. “7” 
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TANDARD UALITY FOOLS! 


FOR CUSTOMER SATISFACTION! 
Sell the Tools the Professionals Use 


FOR REPEAT SALES.. 


Mechanics, garagemen, homecraftsmen Specify STAND- 
ARD, confident in the knowledge that STANDARD 
QUALITY TOOLS retain their keen cutting edge longer, 
outlive and outdrill ordinary drills “‘many holes to one.”’ 


FOR GREATER PROFITS.. 


With S.Q.T. your customers will recognize your store as 
Headquarters for Quality Tools. Repeat Sales and Profits 
are made possible through STANDARD’S complete line 
of Metal, Woodworking and Masonry Drills packaged 
individually or in sets. All drills have 14”’ shanks for elec- 
tric power drills. 


STANDARD makes it easy to SELL! 


STOP the SHOPPER! 
with this No. HDB-1 
Drill Set Assortment. 


Create *“‘Impulse Buying” with 
this colorful wall pegboard or 
counter display. Features three 
No. HS-13 and three No. HS-45 
drill sets. 

Attractive, durable white card- 





nem Seuspany Poot (e 


| board with red lettering. Size 
I5¥ high, 15% deep and 113% 
| =. 4 wide, Packed complete in a carton. 
a 


STANDARD [OOL (‘0. Gz 


3950 CHESTER AVENUE CLEVELAND | 4, OHIO 





BRANCH WAREMOUSES IN: NEW YORK - DETROIT - CHICAGO - DALLAS - LOS ANGELES - SAN FRANCISCO 









CONVERTS HOME FAUCETS 
INTO DRINKING FOUNTAINS 


$595 Retail 


HERE’S A GREAT NEW ITEM to intrigue every 
homeowner—the HAWS Fountainette—a com- 
bination smooth-flow tip and drinking foun- 
tain. Flip the lever, and up spurts a handy 
drinking bubbler stream. Flip it again, and it 
acts as a smooth-flow tip. Screws easily onto 
most standard aerator home faucets.* An at- 
tractive display carton catches the shopper’s 
eye — a short message sells the Fountainette. 
And, best of all, it’s made by HAWS. .. recog- 
nized leader in drinking facilities since 1909. 





* by American Standard, Chicago, Crane, 
Price-Pfister, Repcal, etc. 


Flip the lever... and drink! 


Write for 
illustrated 
information sheets. 









DRINKING FAUCET COMPANY 
1439 FOURTH STREET * BERKELEY 10, CALIFORNIA 





LOW COST ATTACHMENT | 








More Sales & Bigger PROFITS 
when you stock the ADMIRAL 
line of QUALITY SPRINGS... 
in the exclusive 
SELECT-A-SPRING Cabinet & 
Display 





Squeeze... 


THEN WASH HANDS— 
WITHOUT WATER 
i 


WITH 





e s 


Write for free offer 


ADMIRAL SPRING & MFG. CO. 


WATERLESS 797 Broadway, New York 3, N. Y. 

















HAND CLEANER 





fe 





WATERLESS 
HAND 
CLEANER 


Now available in color- 
ful, 5 ounce, ‘Squeeze 
to Use’’ cubes. 

Easy and quick act- 
ing—contains Lanolin 
and G-1ll—leaves 
hands softand smooth. 

Gets rid of grease, 
carbon, paint, printers 
ink, gum, tar, and 
asphalt stains in a Slightly higher 
hurry. west of Rockies 

Perfect for do-it-yourselfers, mechan- 
ics, builders, plumbers, printers—any- 
one who gets dirty hands. 

Packed 1 dozen tubes in space saving 
counter display carton. Also available 
in 1 pint and 3 quart cans. 






METAL POLISH 


Cleans copper, brass, chrome, 
stainless steel and aluminum. 
Every sale a sure “repeat” 
Retail customer. 

Price : Write for Catalog Pages and Prices 


BOYER CHEMICAL CO. 
1611 Church St., Evanston, Ill. 


malckiel 




















THERE Is A DIFFERENCE IN CHAMOIS 
| | | , SUNSHINE 
Your jobber has it, or can get it. REG p FF 
JOBBER INQUIRIES INVITED | Tramch (hoces 


| RS ‘GENUINE 
- | ii : CHAMOIS SKIN 








FULL COD Oll TANNAGE 
ate) ae oe | 
Ask Your Jobber for Our Double 


Duty Chamois Double Value! 
"EASIER TO USE 
"LASTS LONGER 
"CLEANS BETTER 
HOYT & WORTHEN TANNING CORP HAVERHILL, MASS. 


MANUFACTURING COMPANY 
COLLINGDALE, PA. 
Manufacturers of famous hand soaps for half a century 
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TO HELP YOU SELL 


masonry leaks, bonding and quick 
patching is this free counter dis- 
play. This product can be used 
with packaged concrete and mortar 
mixes. Anti-Hydro Waterproofing 
Co. 
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Spring hinge catalog 

New shallow mortise design 
hinges in the Chicago line are de- 
scribed and illustrated in the latest 
catalog. Data is also given in this 
50-page catalog on Chicago full- 
height louver door hinges. Chicago 
Spring Hinge Co. 
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New container for floorwax 


Simoniz Vinyl Floor Wax con- 
tainers now show drawings of chil- 





dren at play, the illustrations being 
drawings from current ad illustra- 
tions. Traditional Simoniz colors 
of yellow, black, white and red and 
general Simoniz identity have been 
retained on the new package. Draw- 
ings of children will be used on all 
sizes from pints through gallons. 


Simoniz Co. 
For more data circle No. 63 on postcard, p. 
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Rule demonstrator display 


Customers can test for them- 
selves the features of Lufkin’s 
MezurMatic rule on this demon- 
strator display package. The com- 
pact package permits a customer 
to operate the tape rule’s touch con- 
trol blade. Smooth rewind action 
without surging or creeping is pro- 
vided by the new blade control. 
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WOOD SCREWS e STOVE BOLTS 
MACHINE SCREWS & NUTS 

A. B. C & F TAPPING SCREWS 
WOOD DRIVE SCREWS 


WAREHOUSES: NEW YORK 
CHICAGO, DALLAS,LOS ANGELES 


SOLD THROUGH LEADING 
WHOLESALE DISTRIBUTORS 


HARDWARE AGE, JUNE 5, 1958 
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IN 
FASTENERS 
SOUTHERN IS 


fic? 


Handle the full Southern line bearing 
the EZ to Ce fool proof labels for 
faster, more profitable sales . . . Your 
customers know that USA-made Southern 
Screws are dependable fasteners, 
precision-made of only the finest 
materials . . . In Phillips or slotted, 
Southern Screw quality brings customers 
back — produces more traffic, 

more profit for you! 

Write for our new Package Stock Guide. 


Address: Southern Screw Company. 
P. O. Box 1360, 
Statesville, North Carolina 


SCREW COMPANY 


STATESVILLE ° NORTH CAROLINA 


TO HELP YOU SELL 
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Rule is available in two widths, two 
finishes and four different lengths. 


Lufkin Rule Co. 
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New package for plastic 


Duro plastic aluminum is now 
two-ounce tube 
414x6-in. 
card. New size tube retails for 59¢. 
It is being introduced with wire 
display rack and display card with 


offered in 


mounted 


a 
on a 


new 





* 


display 


Products Div. 


every 12 tubes. Woodhill Chemical 


Sales Corp. 
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Display for rug underlay 


~» 


Pocket door frame folder 


Har-Vey’s 


7 


& ORES AT 


four - page 


NONSLIP \ * a 


t Non 
‘ Pynited heats Rubber 
Saale 


Rubber Co., Footwear & General 
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Safety snaps display units 

Here are two color-keyed display 
units for showing Kelux safety 
snaps. Color of tube top indicates 
size of snap. Customer looks at 


ey 
Mw 









color chart at back of display and 
selects tube with matching colored 
cap. Art Wire & Stamping Co. 
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bulletin 


Each of these display cartons 
displays 24 cut pieces of Non-Slip, 
a rug underlay wrapped in cello- 


phane. 


The 24x48-in. size lists at 
$1.95, the 32x54-in. 


size at $2.95. 


Underlays hold throw rugs firmly 


and safely in place. 


United States 


H-16 describes and points out fea- 
tures of the pocket door frame that 
fits all size doors from 2 to 38 ft 
wide, 6 ft 6 in. to 6 ft 8 in. high, 
and which will accommodate plaster 
or drywall construction. American 
Screen Products Co. 
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Builders’ hardware manual 


This 45-page manual for build- 
ing maintenanze men and _lock- 
smiths is a guide to hardware prob- 
lems, from minor adjustments to 





- 17¢ concrete drill 





limite 


hor, too! 
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PHILLIPS 


RED HEAD 


CONCRETE DRILL 
AND ANCHOR KIT 


Contains: 1 driver, 
4 Red Heads 


pre 
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Nothing else to buy! The Red 
Head drills its way into the 
toughest concrete in two 
minutes and then expands to 
become a threaded anchor 
for any standard %” bolt. 
Can't pull out, rust out or vi- 
brate loose. Holds hundreds 
of pounds. Cheapest method 
of anchoring to concrete. 


MAIL COUPON TODAY! 

PHILLIPS DRILL CO., DEPT. H-7206 
MICHIGAN CITY, IND. | 
Here's $1.50. Send postpaid my sample 
Red Head Concrete Drill and Anchor Kit 
that retails for $1.85. 

dealer name 





address m sai 


city, state 





my jobber’s name 





address___ 
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he fastest selling .... 





wrought 
iron 
mailbox 
on 


the 
market! 


<€-—-——-—-M52 


Write for Catalog 
16 Different Models 


SOUTHERN FABRICATORS CORP. 


225 Aero Drive, P. O. Box 693 Shreveport, Louisiana 
Phone: 24671 
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the most 
successfully promoted 


products 









UTILITY 





At a touch...ex- 
clusive miracle- 
mesh links change 
shape instantly. 
Used daily as a 
salad and vege- 
table washer, 
blancher, colan- 
der, trivet, fruit 
and flower holder, 
etc., etc. 


In tremendous 
demand! World's 
iC Lia i Lee 





High quality steel, double 
hot tin dipped for lasting 


Deep Fryer 
protection. e vv 





> 






Attractive selling display 
packed in ea. doz. Wt. 7 Ibs. 





ket! 
comme \4 
Order from your jobber to- 
day or write for catalog 


<4) iV 
$ 4 9 Ry 4A A eft 
: ON ay 
up. 
on complete line. 


Retail Steam Cooker 


MOULI Manufacturing Corporation 
91 Broadway — Jersey City 6, N. J. 
Phone: HEnderson 5-7267 














La Porte Flexible Steel 
Door and Floor Mats 


These steady profit makers keep snow, mud and dirt 
outside. Lie perfectly flat. Prevent slipping. Easily 
rolled up leaving dirt to be swept away. Besides, they 
are sanitary, rust resistant, durable, indestructible, 
reversible and economical, too. Will not scratch floors. 


ONE at Your Door 
Will Sell Many More 
Sizes Carried in Stock (List Prices) 
#1 18x30". ..$3.30 33 24x48"'.. .$7.04 #5 36x60". .$13.20 
22 24x36"... 5.28 #4 30x48”... 8.80 #6 48x72"... 21.12 
OTHER SIZES TO ORDER 


Used everywhere — residences, apartments, churches, 
office building, theatres, factories, schools,soda fountains. 


Write at once for literature and 
name of Jobber nearest you. 


LA PORTE MAT & MFG. CO. 


10) Gira We LA PORTE, INDIANA 
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in the world... New! 
MOULI 









Diffeonl PAINT AREAS 
CALL FOR ()i/forrl PAINTS 


Actually the lady makes sense. She wants a water- 


emulsion paint for the big wall areas... its a 


natural for such jobs. But she remembers that a 


semi-gloss soils less easily, cleans perfectly. 


So make money the easy Kyanize way... give her 
what she wants in the perfect pair of paints, Kyanize 


Plastic Color-Spree and Kyanize Lo-Sheen Enamel. 


= «ss With a Kyanize Franchise, 
you get the repeats, too! 


Kyanize Plastic 
Color-Spree 


Here's the ideal emulsion paint... odorless, 30- 
minute drying time, easy application, easy clean-up, 
next day washability, perfect touch-up and it's 
self-priming. 

But Plastic Color-Spree is more than that .. . it 
has the special working qualities painters dream 
about —- a good “feel’’ without drag . . . it stays 
open, it dries hard, it has terrific adhesion. 


Kyanize Lo-Sheen 
Enamel 


Now offered in colors matching Plastic Color-Spree, 
Kyanize Lo-Sheen Enamel is the ideal finish for 
woodwork, walls, and any surfaces that require 
repeated cleanings. 

Lo-Sheen is a tough hard alkyd enamel for tough- 
use applications. Its semi-gloss finish has a soft 
low “candlelight” sheen. Lo-Sheen is self-smooth- 
ing, chip-proof, and scrubbable. 





Kyanize paints, inc. 


EVERETT 49, MASS. « SPRINGFIELD, ILL. e MONTREAL, CANADA 
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TO HELP YOU SELL 


complete installation. It has data 
on care of door closers, locks, 
latches, exit bolts, hinges, and 
pivots. More than 200 illustrations, 
drawings and cutaways are used. 
| P & F Corbin. 
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NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





Hydraulic lift trucks 


| 

| J, 

| Here is one of the 12 completely 
| 





new lines of in-between handling 
hydraulic fork lift trucks in the 
Big Joe line. A 1000-lb capacity 
battery operated lift truck sells for 


THE MARK OF QUALITY TOOLS 


Stevens Walden offers you the largest 

most complete lines of all types and 
styles of wrenches — quality tools, 
popular priced for volume selling. 


STEVENS WALDEN, INC., Worcester, Mass. 








PACKAGED TO SELL FAST! 7 









$299, a telescopic lift truck for 
$699. The line also includes a pedal 
fork lift truck and a line of 1500 
and 2000-lb machines. Accessories 
include a drum grab, a maintenance 








YOU’LL find a platform, a 360-deg. drum tilter and 
_ marked preference an adjustable-portable crane. Big 
for NEVERSLIP ie ee fg. Co 
Spring Lock Washers; they’re precision-made from os Se 
selected wire, drawn in our own mill to controlled For more data circle No. 70 on postcard, p. 75 
QUALITY specifications. | 
| . 
There’s a complete range of sizes for every need _ Business forms catalog 
. available in a variety of packaging for quick The Stanreco stock business 
selection, easy storage and inventory control. ‘ 
forms catalog gives several sec- 
For faster turnover, top prof- | tions of illustrated data showing 
its, ask your jobber for forms in general use to cover all 


NEVERSLIP Spring Lock basic functions of business—pur- 


Washers—by name. : “oe 
chasing, receiving, payroll, account- 


_ ing, invoicing, etc. Accounting aids, 
| summary systems and accessories 
_ are described in other sections. 


PHILADELPHIA STEEL AND WIRE CORPORATION ~ Forms not part of systems are 





PENN STREET ond BELFIELD AVE., PHILADELPHIA 44, PA. _ included. Standard Register Co. 
SALES OFFICES AND WAREHOUSES: NEW YORK, DETROIT, CHICAGO, CLEVELAND | For more data Circle No. 71 on posteard, p. 75 
man.paw sunset | (Resume reading on page 17) 
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MEET THE PERSONALITY LOCK —__ ali 


Peed 


with loads of exciting 
eye-and-sales appeal... 


| NEW 





a is ea 


| TULIP 
\ DESIGN 


Exceptional Quality, Durability and Economy — 
No lock can be installed faster! 


A sparkling new addition to NATIONAL’S widely 
popular line of locksets. Gracefully styled; pre- 
cision engineered quality. Self-aligning thru- 
bolts for ease of installation. Available in all 
standard finishes for both residential and com- 
mercial use. Lifetime guaranteed. 


Also matching TULIP design in interior sets 
for passage, bath, chamber and closet. 








\ << 
, 7 ’ 


SELF-ALIGNING THRU-BOLTS 
JUST 3 PRE-ASSEMBLED UNITS 
ALL STANDARD FINISHES 


AVAILABLE WITH OR WITHOUT 
DEADLOCKING LATCH BOLTS IN 
REGULAR OR 5 (1! PIECE) BACKSETS 





Over 25 Years Manufacturing Fine Builders Hardware Exclusively 


NATIONAL HARDWARE CORP. 
NEW YORK: Ozone Park 16 = CHICAGO: 205 W. Wacker Dr. 
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HINGES 


Griffin’s high standards of quality assure 
your customer handsome appearance 
during life-long hinge performance. A 
full line of Griffin ball bearing butts is 
available in all popular finishes. 


HANDLE THE ENTIRE GRIFFIN LINE 
Sell plain and ball bearing hinges as 
well as shelf hardware, carded for 
faster selling in Griffin’s eye-catching 
VisiPak. 


GRIFFIN MANUFACTURING CO., ERIE, PA. 
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Money-Maker in your 


Pipe Service Department 


incite 
ie 


L 


Power Drive 


= 


| ... turns pipe for 


iy é 
f 


iif hand threaders, 
/// cutters, reamers 


/}/ With this extra-handy RIEFAID 
/#/ 200 you cut your pipe service costs, 
' build volume and profit. It does more 
pipe cutting, reaming, threading, 
is easy to operate. 


Built-in folding legs and tray make it extra 
rigid. Guaranteed no-slip Speed Chuck with 
quick-change insert jaws grips tight forward 
or reverse. 3-jaw workholder centers and 
supports pipe for true threads. Handy tool 
hangers and pipe benders. Mount it on bench 
or truck if you like. Special RIFAID 
motor powered even for 12’’ geared tools. 

Pays for itself many times over, built for 
years of efficient service . . . see it, buy it at 
your Wholesaler’s! 











BENJAMIN F. HALLI- 
DAY, recently retired 
general sales manager of 
Dunham, Carrigan & Hay- 
den Co., San Francisco 
wholesaler, was with that 
company for 47 of his 50 
years as a hardwareman. 
He began his hardware 
career in the J. C. Halli- 
day & Son Hardware store 
in Point Arena, Calif., and 
was with his father in 
that business for three 
years. He held various office jobs in the whole- 
sale house, then went on the road for 12 years as 
a traveling salesman. For 30 years he directed an 
outside staff of 60 salesmen including men who 
worked in Alaska and in the Hawaiian Islands. 
He is an Elk, and a member of the San Francisco 
Sales Executives Association. Gardening is his 
hobby. 


JOHN G. OOM, a part- 
ner in the John G. Oom 
& Son hardware store in 
Grand Rapids, started as 
a partner at that same lo- 
cation in the firm of 
Cramer & Oom in 1908. 
Seven years later he be- 
came the sole owner of the 
business. His eldest son, 
Arthur W., joined him in 
the store in 1930 and 10 
years later was made his 
partner. Mr. Oom con- 
tinues to be active in the business, and is at the 
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store each business day from 9 a.m. until 1 p.m. 
He is a former director of the Michigan Retail 
Hardware Association and a past president of the 
Eastern-Franklin Improvement Association. He 
has been a delegate to three Republican Party 
conventions. His hobbies are traveling, garden- 
ing, and photography. 


PAUL W. ANDERSON, 
recently elected chairman 
of the board of Farwell, 
Ozmun, Kirk & Co., St. 
Paul, Minn., wholesaler, 
began his business career 
with that firm in 1902 as 
an office boy. Six years 
later he was made a trav- 
eling salesman. After a 
few years on the road he 
was named assistant sales 
manager and later sales 
manager. In 1930 he was 
elected a director and assistant treasurer. In 1938 
he was elected secretary. Three years later he 
was elected treasurer. He served the company as 
president from 1942 until earlier this year when 
he was elected chairman of the board. He is also 
a director of the Billings (Mont.) Hardware Co., 
wholesaler. He served the National Wholesale 
Hardware Association as a director from 1942 to 
1948. He is a director of the St. Paul Salvation 
Army and is a director of the Billings (Mont.) 
YMCA and Billings Library Board. His hobbies 
are gardening and photography. 





JESSE MELVILLE 
BRATTON, president of 
Worthington Hardware 
Co., Inc., Staunton, Va., 
wholesaler, started his 
hardware career with that 
firm as a clerk in 1906. He 
became a stockholder and 
member of the board of 
directors in 1915. From 
1945 to 1950 he was vice- 
president of the company, 
and was elected president 
in 1951. He has been active 
in church and civic affairs for many years. From 
1936 to 1944 he was a member of the city council 
and was elected vice-mayor in 1943. He has been a 
member of the fire department for 11 years and 
served as fire chief for two years. He has served 
the First Presbyterian Church as a deacon for 36 
years and was secretary of its Sunday School for 
about eight years. He is a member of the Knights 
of Pythias, and a former Rotarian. Camping, fishing 
and hunting are his hobbies. A son Paul is a stock- 
holder and employee of Worthington Hardware. 
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Threads Cost Less... 


in your pipe service department 


with New 


RikesoilLle 


——" 
ae 




























Pays for itself quickly 3 ways: 


e Costly oil is screened and re-used—no waste, 
no messy floors 


e Well oiled dies last longer— give cleaner, 
sharper threads 


e Sharp, clean-cut threads mean fast, easy 
installations for your pipe service customers. 


Cheek the Specs: Screened chip pan traps 


metal scraps, cleans oil for re-use. Flexible hose 
carries oil from reservoir to easily operated 
pump-gun. Snap latches and rubber gasket seal 
chip pan to reservoir for easy splash-proof 
carrying. Use it once and you’ll wonder how 
you ever got along without it. Order from your 
Wholesaler. 


Hows the Hardware Business? 





Hardware remains one of the more stable retail 
lines; failure rate is seventh lowest in U. S. 


The hardware business continues 
to be one of the more stable retail 
businesses despite a rise in the 
number of failures in 1957. 

The failure rate among hardware 
stores was 39 per 10,000 stores in 
1957. The rate was considerably 
below the average for all business 
failures, 52 per 10,000 concerns. 

Hardware stores ranked seventh 
among retail lines for the lowest 
failure rate in 1957. In 1956, hard- 
ware stores had the third lowest 
failure rate. 

That’s the latest report from 
Dun & Bradstreet, Inec., which 
keeps tabs on business failures. 

Despite a general rise in the 
rate of business failures last year, 
the rate is still far below the pre- 


war rate, Dun & Bradstreet re- 
ports. In 1940 there were 70 
failures for every 10,000  busi- 
nesses. 

The hardware store casualty 
rate is also far below pre-war 
rates. Hardware store failures in 
1940, for instance, totaled 73 for 
every 10,000 hardware stores. 

Farm equipment dealers again 
scored the lowest failure rate in 
1957. 

Retailers of infants’ and chil- 
dren’s wear again scored the high- 
est failure rate. 

Chief causes of failure among 
all retailers were incompetence and 
lack of managerial experience, 
Dun & Bradstreet reports. 





New merchandising program of Lufkin Rule Co. 
features basic stock list, other selling aids 


A new merchandising program to 
help dealers improve sales and 
profits of measuring tapes and rules 
has been developed by Lufkin Rule 
Co., Saginaw, Mich. 

The program covers all phases of 
merchandising. It contains a basic 
stock list. covers stock control, dis- 
plays and advertising. 

Key to the program is a merchan- 
dising kit which dealers receive 
free with an order for a _ basic 
White Clad assortment, No. W-700. 
Each kit contains a retail price and 
basic stock card, a %4-in. Mezur- 
Matic tape rule, newly designed 
counter display, price strips, ad 
mats and blow-ups of MezurMatic 
ads. 

The retail price and basic stock 
ecard is a handy reference which 
dealers can hang in their tool de- 
partment. It gives them a basic- 
basic stock list of 30 rules and 
measuring tapes and a further 
basic-option list of another 35 items 
so they can meet nearly all cus- 
tomer requests. 
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The card also provides a quick 
easy reference to the number and 
price of the most frequently re- 
quested tape and rule items so 
dealers can meet special customer 
requests. The card also helps deal- 
ers establish minimum stock and 
re-order quantities. 

Lufkin also is supplying dealers 
with price tickets for its various 
products. The tickets list the price, 
length of the rule or measuring 
tape and the stock number to tie-in 
with the stock control plan of the 
retail price and basic stock card. 

The newly-designed display for 
the MezurMatic can be used in any 
part of the store and invites the 
customer to try the product himself. 
The display can be used to increase 
impulse sales. 

In addition, dealers are given ad 
mats to prepare local advertising to 
tie-in with national advertising in 
Saturday Evening Post, 
Mechanics and Popular Science 
during June and July. Blow-ups of 
these consumer ads are furnished 


Popular 





to dealers for use in their stores. 

Other sales aids are outlined to 
dealers in a separate sheet which is 
enclosed with the merchandising 
kit. 


Winchester Skates has 
new list of net prices 


Winchester - Western Div., Olin 
Mathieson Chemical Corp., New 
Haven, Conn., announces a new 
Winchester roller skate distributor 
net price list which prices revises 
downward. 

Terms also have been revised 
to 2 percent 10 days net EOM. 
Special dating terms in lieu of 
regular terms are also listed. 

In addition, the firm is offering 
an extra 5 percent discount for 
truckload or carload quantities of 
7200 pairs of skates. 


Retail sales in April 
show gain from March 


Total retail store sales in the 
nation were $16.1 billion in April, 
the Commerce Dept. reports. 

This is 3.2 percent more than 
the $15.6 billion reported in March, 
but represents a drop of 1.8 per- 
cent from total retail sales of $16.4 
billion in April, 1957. 

Sales by the hardware, lumber, 
building and farm equipment group 
totaled $1.1 billion in April. This 
represents a 22.6 percent sales gain 
from March. However, April sales 
were 1.4 percent lower than in 
April, 1957. 


Promotions 


Manufacturers’ New 
Merchandising Plans 















Yale & Towne contest 
to build store traffic 


A “lucky key” contest to build 
traffic in hardware stores has been 
prepared by Yale & Towne Mfg. 
Co., New York, and Columbia Pic- 
tures Corp., Hollywood. 

The promotion ties in with a 
new Columbia movie, “The Key.” 

Local movie theaters will furnish 
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Personal ELL Al 
Scale ae F cr 
a Ns | = ited 


‘ee 


White and 
Colors 


af pL a Has handle 
Gold trim $8.75 <e hung on 


Has exclusive equalizer bar mechanism. 
Will record accurate weight on carpet 
or uneven floors. Can be used in 
carpeted bedrooms or bathroom. 

A beautiful scale of supreme quality. 


Oversize dial—you can see and be sure. 


HANSON SCALE CO. (Est. 1888) Northbrook, Ill. 








_ CHAIR-LOC 


Amazing New Liquid 

A S-W-E-L-L-S Wood 

@ Penetrates wood fibre— 
makes them e-¥-p-a-n-d 
permanently. 

Quickest and easiest way 
to fix loose chair rungs, 
legs, handles, dowels, 
dove-tails, ete. 

A Fast-Selling Impulse item 





Literature 


CHAIR-LOC CO. 
Lakehurst 3, N. J. 








WHAT’S NEW? 


Turn to pages 75-76 of this issue. 
The Quick Check Card properly 
filled out will bring you quickly 
the details on new products that 
interest you. 


IT’S QUICK—IT’S FREE 


























NEW 
. SEALED sOxes. \ \\ 
MANUFACTURING CO. 


F . AT 2 a . 7 ~ 
@ TARNISH-PROOF \\ 
WRAPPED \\\\ 
@ JEWEL FINISH \ 
51 SOUTH FIRST STREET 


(I like STAR key Binks 
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Write for Free Samples and | 





| Better 
Housekeeping, McCall’s and Amer- 


with displays 
calling attention to the fact that 


hardware dealers 
dealers have “lucky key” cards in 
their stores. 

The cards have a key and a num- 
ber. Several cards will be drawn 
during the movie’s showing, and 
prizes awarded to holders of the 
winning numbers. 

Advertising will direct customers 
to visit their hardware stores to 
pick up “lucky key” cards. 


Summer promotion set 
for insect repellent 


A consumer advertising cam- 
paign using magazines, newspaper 
supplements, outdoor signs, and 
spot radio has been prepared for 
6-12 Brand insect repellent by 
Union Carbide Chemicals Co., Div. 
of Union Carbide Corp., New York. 

The campaign will start when 
mosquito outbreaks are heaviest. 

Magazines to carry advertising 
are: Field & Stream, Sports A field, 
Sports Illustrated, Parents Maga- 
zine, Flower Grower and Popular 
Gardening. Newspaper '_ supple- 
ments are This Week and Parade. 


Simoniz schedules ads 
in color for floor wax 


A series of 19 full-page, four- 
color advertisements for Simoniz 
Vinyl floor wax has been scheduled 
in consumer magazines by Simoniz 
Chicago. 

The ads stress the “childproof” 
quality of the product and feature 
the new container design. 

Ads will appear in Sunday news- 
paper supplements Sept. 14, Life, 
Sept. 15 issue, and the September 
issues of Ladies Home Journal, 
Homes & Gardens, Good 


| tican Home. 





7 on — 


Borden promotion gives 
customers fertilizer 
The Consumer Products Dept., 


Borden Chemical Co., New York, is 


sponsoring a “Garden Festival” 
promotion through June 21. 
Customers who buy 


vinyl hoses and sprinklers will re- 


ceive a $1 canister of “Borden’s | 


38” special fertilizer. 











50 ft or 
more of the company’s top-quality | 






For point-of-purchase 


IMPACT: 











HINDLEY 
Salt-Service 


PIC-PAKS 


MORE COMPACT... 

EASIER TO HANDLE! 
Reusable Pic-Paks eliminate the 
clutter and confusion of plastic bags 





. take 4 the — - + + Convert 
your nea ing display trays into 
neat, table Bright Wire Hard- 


ware ne aloe 


FASTER IDENTIFICATION! 


Colorful, easy-to-see window units 
help customers to select the wire 
hardware item they need .. . promote 
greater impulse buying. 


SAVE TIME... SAVE WORK! 


Ready-packed Pic-Paks eliminate 
counting and sorting . . . save hours 
of time and trouble on inventory and 
stock control. 


COMPLETE ASSORTMENT! 


Everything you need in quality 
bright wire hardware, includin 
screw eyes, cup hooks, curtain r 
hooks, gate hooks, shoulder hooks 
and clothesline hooks. Units may be 
ordered individually or as a complete 
assortment including colorful Mason- 
ite display board. 


ORDER FROM YOUR WHOLESALER 


indley] 








Since 1897 


HINDLEY MANUFACTURING COMPANY 
Valley Falls, Rhode Island 





WIRE HARDWARE - COTTER PINS 
PLUMBING SPECIALTIES 


























































MAKE MINE 


ALEINS 


Linemen, electricians...men who 
know good tools... are satisfied only 
with the best. When it comes to pliers, 
they know the best is Klein’s—famous 
for quality “‘since 1857.” 

For your top customers...those 
who appreciate the finest in tools... 
be sure your stock of Klein Pliers is 
adequate. 


100 yeors of service 
to linemen,  electri- 
cians and industry is 
bock of this new 
Pocket Tool Guide Ne. 
100. A copy will be 
sent you upon request, 
without obligation. 








Foreign Distributor 
International Standard Electric Corp. 
New York 


Mathias KIEIN & Sons 
oeblaned 1857 Ci B.A 
ss RMICK ROAD e HICA : LLIN 





Many hardware dealers are cast- 


| ing about these days for new ways 


to boost sales this summer. 
Customers have finished the ma- 


| jor part of their yard work for the 
| spring. Now they are ready to turn 
their attention to other activities. 


What can hardware dealers sell 
them ? 
One activity into which hard- 


ware dealers can channel custom- 
ers’ attention is to use power tools 


outdoors. 


Working outdoors is fun 

Many customers think of power 
for use indoors in colder 
weather. The hardware dealer who 
changes this thinking, and pro- 


tools 


|' motes the use of power tools fo1 


outdoor projects, will be opening 
the door to more sales and profits. 

Here’s why: 

Portable power tools can be used 
for outdoor home improvement 
and fix-up projects, and hobbycraft. 
This leads to the sale of tools, and 
to related merchandise. 

For instance, take a home im- 
provement project. A customer 
who wants to build a porch needs 
nails, fasteners, sandpaper, paint 
and sundries, screening, to name 
just a few related items. And 
portable tools will make the project 
much easier. 

All the customer needs to take 
his work outdoors is the power tool 
and an extension cord, says Joseph 
I’. Whitaker, vice-president, sales, 
Weller Electric Corp., Easton, Pa. 
Dealers should play up this angle 
of how easy it is to take the work 
| outdoors and how much fun it can 
| be, he suggests. 


Projects are numerous 


Slogans and displays for such a 
promotion can be simple, Mr. Whit- 
aker points out. One suggested 
display calls for a portable power 
saw and extension cord against a 
background picture of a man work- 
ing outdoors. The heading asks: 
| “Why not work outside?” Other 
promotional slogans suggested by 
Mr. Whitaker are “Take your 
power tool outdoors” and “It’s fun 
to work outdoors.” 

Among the projects for which 





Here's a new way to boost business this summer: 
promote using power tools for outdoor projects 


electric tools can be used outdoors 
are building porches, patios and 
barbecues; building and repairing 
outdoor furniture, children’s play 
things; exterior paint projects; re- 
pairing rain gutters and down 
spouts, flashing, etc. 

Hobbyists can use their tools to 
start work on items to give as 
gifts, even as far away as Christ- 
mas. Working on hobbycraft items 
in the outdoors will make the 
project more fun. 

To get impact from displays, 
dealers can display power tools 
with related merchandise. 

For instance, portable electric 
saws can be displayed with screen- 
ing, nails, paints, ete. Other sug- 
gested displays include showing 
portable electric sanders with wire 
brushes, sandpaper, paints and 
sundries near lawn furniture as a 
reminder to customers that they 
refinish older lawn furniture, 
and placing soldering tools near 
rain gutters and down spouts. 

Dealers can prepare a list of 
suggested outdoor projects for 
which power tools can be used. 
They can prepare displays for 
windows and in the store to en- 
courage using these tools. They 
can also list these projects in 
advertising. 

Once dealers convince customers 
that working outdoors with power 
can be fun, customers will 
buy more merchandise for outdoor 
projects. 


can 


tools 





HARDWARE HUMOR 





SCALES | 


* ACCURATE 






“Do you have any not so accurate 
scales with dark, hard to read dials?" 
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A Vital Keynote in All Modern Building! 








~«(CHICAGO)~" 
SPRING HINGES 





+ % 
$ mae 
~ » er 


INDUSTRIAL 
AND 
COMMERCIAL 


PUBLIC 
AND 


Type 1001 PRIVATE 


**Simplex** 
Shallow Mortise Design 


Modern architectural re- 
quirements demand the use 
of expertly designed and 
durable spring hinges. To be 
assured of quality, be sure to 
specify “Chicago.” 


“Spring Hinges of Quality’ 


Chicago Sprina Ninae Co. 


1500 CARROLL AVE., CHICAGO 7 ILL. 




















FITLER 


"TAKE-ALONG" 
ROPE COIL 
DISPENSER 

DESIGNED TO PRODUCE 
MORE BUSINESS 
LD WITH LESS WORK 
Ree | FOR YOU 
IT HAS 
EVERYTHING 





DISPLAY VALUE: Coils are displayed with eye- 
catching visibility. 

NO COST TO YOU: This self-service merchandiser 
comes to you free with an order of 300 lbs. of Fitler 
Manila Rope in 4”, %”, %” coils. 


SAVES TIME: The customer makes the sale. 
you do is ring it up. 


IT’S MOBILE: All metal and mounted on casters, 
dimensions are 22” by 22” by 54%”. 


SOLD BY HARDWARE DEALERS EVERYWHERE 
THE EDWIN H. FITLER CO. 
EST. 1804 
Philadelphia 24, Pa. 


All 
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no more bulk handling of cotter pins! 


sell the PACK 
instead of the PIN 


y for a 









generous profit 





CUT YOUR 
SELLING TIME TO SECONDS 
ON THESE STOCK ITEMS... 


Western Wire’s modern “packaging” puts a gener- 
ous profit percentage into your pocket. 


Now, sell cotter pins, single sizes or assorted . . . in 
packages you never have to “break.”’ Eye-catching 
3-color display cartons... for counter or shelf. 
Order today from WESTERN WIRE PRODUCTS 
COMPANY. Special packaging to your speci- 
fications. 


TAKE YOUR PICK! 


... order any one of 39 single sizes 


Each package of 12 boxes contains just one size. (To maintain a 
SINGLE PURCHASE PRICE for all 39 sizes, content count is reduced 
as cotter size increases.) No matter what 
popular size you order, price per pack- 
age of 12 boxes remains the same. An 
easier way to sell and inventory! 


List $3.00 per package of 12 boxes; 
all one size. 
#15 Full Value Package 


A NATURAL FOR A GARAGE 
OR SERVICE STATION 


Vs x Yr" to Ya x 1%” sizes. 100 pins 
per box. 

List $1.60 per display carton of 12 
tuck-end boxes. $1.85 per carton of 
12 screw-top fibre cans. aes, 


Mpg 
#38 “BEST QUALITY” assortment of eg +e, 


smaller sizes lists at $1.45 per carton. 
““*Ideal"’ Assortment 









PACKED FOR THE DO-IT- 
YOURSELF HOME TRADE 
Each tube contains 50 assorted cotters 
from “sxe” to Yexle”. The best 
assortment for any tool box. 

List $2.90 per display carton of 24 
tubes, plain steel... $3.25, cadmium 
plated. 





750 Tool Box Assortment 
... in clear vue plastic tubes 


No "'breaking"’ of packages or boxes when you buy from Western Wire 


WRITE FOR CATALOG No. 162 
<— WESTERN WIRE 


PRODUCTS 
= T Louis ve 






cCOMPAN Y 
MISSOURI! 








Consumer Mailers 








New Wholesalers’ Aids 


for Dealers’ Use 


Hardware Wholesalers 
prepares sale circular 

A four-page summer sales circu- 
lar has been prepared for dealer 
distribution by Hardware Whole- 
salers, Inc., wholesaler in Fort 
Wayne, Ind. 





The circular is printed in two 
colors. The theme is “A Really Cool 


Sale.” More than 50 items are 
featured from the housewares, 
sporting goods and lawn and 


garden departments. Two coupon 
specials are included. 

Space is provided for dealer im- 
print and customer addressing on 
the front page. 

Hardware Wholesalers is also 
making available a store display 
kit and newspaper mat kit for 
dealer tie-in. 


Summer sales circular 
is prepared by Cotter 


Cotter & Co., dealer-owned 
wholesaler in Chicago, has pre- 
pared a summer sale circular for 
dealers to mail in July. 

The four-page broadside is 
printed in three colors. It features 
space for dealer imprint and custo- 
mer addressing on the first page. 
Seven big buys are also featured 
on the front page. 

Items featured are fans, out- 
door living goods, housewares, 
sporting goods and picnic supplies. 































































































is a 


Backing up the circular 
dealer tie-in kit of price cards, 
banners and strip streamers and 
radio spot announcements. 





Arvin develops plans 
to spur early orders 


Arvin Industries, Inc., Colum- 
bus, Ind., has developed several 
merchandising plans which offer 











WELL—IT SEEMS THERE WERE 


HREE LITTLE PIGS—YOIKS! 
5 ate 


t 
























HURRY, KIDS! GET 
THE STEEL POSTS! 








Ask your 
jobber for 
these 


Bethlehem Steel NAILS AND STAPLES 
Dk0c6assckbine 











a 








STEEL FENCE POSTS 









BARBED WIRE 
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dealers extra discounts on radios 


and portable’ electric heaters 
ordered for shipment before Sept. 
1. 


Three plans for radio orders 
have been developed for small, 
medium and large dealers. These 
call for extra discounts on orders 
of 12, 18 and 36 radios. Free mer- 
chandising aids, including a mer- 
chandising calendar, displays, win- 
dow trim and envelope stuffers, are 
also supplied. 

Two plans have been developed 
for early orders on portable electric 
heaters. One plan involves the pur- 
chase of six heaters from distrib- 
utors. The other involves the pur- 
chase of 12 or more heaters ordered 
for drop shipment. Price discounts 
are provided for these early orders 
and merchandising aids, including 
a flasher display for window or 
counter use, are also sent. 


Arizona Fair Trade law 
upheld by state court 


The Arizona Supreme Court has 
ruled unanimously that the state’s 
Fair Trade law is constitutional. 


A new Fair Trade law is sched- 
uled to go into effect in Virginia 
on June 27. 


Gale Products changes 
dealer sales policy 


Starting with the introduction 
of its 1959 models, Gale Products 
Div. of Outboard Marine Corp., 
Galesburg, Ill., will inaugurate a 
direct factory-to-dealer sales policy, 
the company announces. 

Distributors have already been 
notified of the change. Most dis- 
tributors are expected to continue 
to handle Gale-Buccaneer motors 
for the balance of the 1958 season. 
Those distributors who elect to 
drop the line can return all motors 
and accessories to the factory for 
refund at full invoice value, the 
company said. 

Active solicitation of direct deal- 
ers has already started. 

The change to distribution policy 
Harold L. Bourdon, division mana- 
ger of Gale Products and vice- 
president of Outboard Marine 
Corp., said is to do three things. 
First, strengthen the market posi- 





tion of Gale-Buccaneer outboard 
motors. Second, permit the building 
of stronger, more profitable retail 
outlets to cope with competitive 
marketing conditions. Third, im- 
prove service to the consumer. 


Sylvania develops home 
study plan for dealers 


Sylvania Lighting Products Div., 
Sylvania Electric Products, Inc., 
Salem, Mass., has developed an elec- 
tric lamp home study course for 
dealers. 

The 8-lesson course covers the 
principles, characteristics and ap- 
plications of the three main types 
of lamps—incandescent, fluorescent, 
and mercury vapor. 

Dealers will receive a framed 
certificate upon successful comple- 
tion of the course. 

Dealers may register for the 
course by writing to David C. Lash, 
Jr., manager sales training, Syl- 
vania Lighting Products, a division 
of Sylvania Electric Products Inc., 
60 Boston St., Salem, Mass. Regis- 
tration charge is $10. 








—AND ONE DAY THE 
BIG BAD WOLF... 
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Cartoon ads like this, appearing 

4 regularly in regional farm papers, 
are catching the attention of your 
prospects. 
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F. W. Berdan Heads Eastern Golf Assn.; 


Tournament Hardware Bowl Won By Dunning 


nr cae EG as SR Roy oie Sone % 


FLOYD W. BERDAN 


Floyd W. Berdan, Na- 
tional Carbon Co., New York, 
is the new president of the 
Eastern Hardware Golf As- 
sociation. 

Mr. Berdan was elected 
at the association’s annual 
meeting held at Shawnee 
Inn, Shawnee - on - Delaware, 
Pa., May 19-21. He succeeds 





CHARLES H. DUNNING 


Charles B. Leinbach, Sup- 
plee-Biddle-Steltz Co., Phila- 
delphia, who has been elected 
chairman of the board. 

The Hardware Bowl 
Award in the championship 
flight of the annual golf 
tournament was won by 
Charles H. Dunning, Clemson 

(Continued on page 114) 








Cc. &. mecuens 
Acme Quality Paints 
Appoints C. E. Nichols 


C. E. Nichols has _ been 
named general sales man- 
ager, trade sales department 
of Acme Quality Paints, Inc., 
Detroit. 

Mr. Nichols first covered 
the New York territory for 
Acme and later became as- 
sistant district manager of 
the Central trade sales dis- 
trict. In 1949 he became 
district manager in the 
Northeastern district. 
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Pat Hern Appointed By 
Schoellkopf Division 


Pat Hern, Dallas, has been 
named Marine Division rep- 
resentative for the Schoell- 
kopf Co., wholesaler. 


Mr. Hern will service 
Schoellkopf marine and 
Scott-Atwater dealers in 
northwest and northeast 
Texas and eastern Lousiana. 
He had previously been a 
hardware representative for 
Schoellkopf. 


National Can Corp. 
Names W. H. Winters 


W. Howard Winters has 
been appointed marketing 
manager to head the newly 
created »smarketing depart- 
ment of National Can Corp., 
Chicago. 

Mr. Winters, who has had 
25 years’ experience in pack- 
aging sales, has served the 
last 15 years with Cryovac 
Co., Div. of W. R. Grace & 
Co. 





GEORGE H. DAY II 


G. H. Day Il Takes New 
Duties At Chicopee 


George H. Day II, vice- 
president of Chicopee Mills, 
Inc., Lumite Division, New 
York, has taken over the 
newly-created post of gen- 
eral manager of screen prod- 
ucts. 

He will direct manufac- 
turing, sales and advertising 
of Chicopee’s Fiberglas and 
Lumite saran screening. 

Mr. Day is chairman of 
the executive committee of 
the American Hardware 
Manufacturers Association. 





Evans Products Co. 
Elects Georges Faurie 


Georges Faurie has been 
elected vice-president of 
Evans Products Co., Plym- 
outh, Mich. He is in charge 
of the consumer division. 


Mr. Faurie, who was gen- 
eral manager of the con- 
sumer division, has been 
with Evans for 11 years. He 
came to Evans from West- 
inghouse Electric Corp., 
where he served as merchan- 
dising manager cf the radio 
division. 


C. B. Leinbach Heads 
New Supplee Section 


Supplee-Biddle-Steltz Co., 
Philadelphia wholesaler, has 
started a new division to 
handle industrial supplies 
lines. 

Charles B. Leinbach, assis- 
tant vice-president, has been 
named manager of the new 
division. 

William L. Schick is sales 
manager of the new division. 





DEALER BRIEFS: 





Wyoming Store Relocates And Holds Open 
House; Caro, Michigan Store Changes Hands 


Sheridan, Wyo.—D & D 
Hardware which was _ re- 
cently moved from 49 N. 
Main St. to 22 E. Grinnell 
Ave., held an open house for 
its customers. Owners are 
Mrs. James Crew Reynolds 
and Mr. and Mrs. Selmer 
Moeller. 


Neshanic, N. J.—G. W. 
Amerman, Jr., third genera- 
tion dealer here, recently 
won a paint conditioner in a 
contest sponsored by Red 
Devil Tools, Union, N. J.. Mr. 
Amerman predicted the de- 
velopment of steel sandpaper 
as the firm’s newest product. 


Bethesda, Md.— Builders 
Hardware Corp., architec- 
tural builders’ hardware, has 


moved its offices and ware- 
house to its own new build- 
ing at 4908 St. Elmo Ave. 


Caro, Mich.—Mr. and Mrs. 
Max Grady have purchased 
the hardware store previ- 
ously operated by Mr. and 
Mrs. Robert G. Love. 


Bloomington, Ill.—George 
F. Holder has purchased the 
interests of his father, Sam, 
and his brother, Dan G. Hol- 
der, in the Ace Hardware 
store at 105 N. East St. 


Parshall, N. D.—Armond 
and Loretta Wittmayer held 
a grand opening of their 
new Our Own Hardware. 
Free coffee and doughnuts 

(Continued on page 118) 
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Milwaukee Valve Co. 
Elects Rowe President 


Carl E. Rowe has been 
elected president of Milwau- 
kee Valve Co., Milwaukee, a 
subsidiary of Controls Co. 
of America, Schiller Park, 
Ill. 

Mr. Rowe joined Milwau- 
kee less than two years 
ago as assistant general 
manager and soon became 
vice-president and general 
manager, his most recent po- 
sition. He was with Pressco 
Casting & Mfg. Co., Chester- 
ton, Ind., as vice-president of 
manufacturing. 





CARL E. ROWE 





Sales Gains Of Up To 30 Percent Over Last 
Year Are Reported By S&Q Hardware Stores 


S & Q Hardware Stores 
planning board reported that 
sales gains of from 5.2 to 30 
percent over last year have 
been made by member stores. 

The report was made in a 
meeting with officials of Jan- 
ney, Semple, Hill & Co., Min- 
neapolis wholesaler which 
supplies the Middle West and 
West Coast stores group. 

Board members attending 
the meeting are shown left 
to right in the photograph as 
follows: 


W. C. Kyle, Idaho Falls 





S & @ Stores planning board members look over a promotion piece 
at their recent meeting in Minneapolis. 
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Hardware, Idaho Falls, 
Idaho, chairman; Les Rob- 
son, Robson Hardware, Sioux 
Falls, S. D.; Arvid Benson, 
Benson Supply, Moorhead, 
Minn.; Victor Clark, Victor 
Clark Hardware, Wichita. 
B. W. Matzke, Lewiston 
Hardware, Lewiston, Minn.; 
Joe Meyer, Meyer Hardware 
& Sporting Goods, Golden, 
Col.; Eldon Watters, Watters 
Hardware, Lake City, Iowa; 
Cy Kenyon, C. W. Kenyon 
Hardware, Portland, Oreg.; 
and Harold Pittz, Pittz 
Hardware, Dodgeville, Wis. 


1958 





New Hubbard Co. Acquires S. B. Hubbard: 
Parker Is Chairman, Sadler Is President 


The 91-year-old S. B. Hub- 
bard Co., Jacksonville whole- 
saler, has been acquired by 
the newly formed 8S. B. Hub- 
bard Co., also of Jackson- 
ville. 

The new Florida corpora- 
tion is controlled by several 
men from the former com- 
pany, together with Beck & 
Gregg Hardware Co., At- 
lanta wholesaler, and several 
individuals in that company. 

William A. Parker, Jr., 
Atlanta, has been elected 
chairman of the board of the 
new S. B. Hubbard Co. 

Luke Sadler, Jacksonville, 
has been elected president 
and treasurer. 

Other officers are: James 
H. Davis, Atlanta, vice-pres- 
ident; and from Jacksonville, 
James H. Weida, vice-presi- 
dent; B. B. Bromberg, vice- 
president and controller; 
William B. Smith, vice-presi- 
dent; William J. Lang, vice- 
president, and John H. 
Harrell, secretary. Other 
personnel will remain un- 
‘changed. 





LUKE SADLER 





John Pritzlaff Hardware Co.. Parchased By 
Morrie Chaitlen; No Details Yet On Plans 


John Pritzlaff Hardware 
Co., 108 year old wholesaler 
of Milwaukee, has been pur- 
chased by Morrie Chaitlen of 
New York. 

Mr. Chaitlen acquired the 
Pritzlaff name, assets, trade- 
marks and facilities through 
purchase of the firm’s capital 
stock. 

Details of the purchase 
and plans for the future of 
the wholesale company were 
not known at press time. Mr. 
Chaitlen, it is understood, 
purchased Pritzlaff as a per- 
sonal venture. He is presi- 
dent and treasurer of Rock- 
wood & Co., Brooklyn, a 
cocoa products firm which 
also controls a large shoe 
manufacturer. 


The Pritzlaff firm had 
earlier announced plans (see 
H.A. May 8, p. 144) to li- 
quidate its general hardware 
business, and to limit its 
operations to industrial sales 
and floor coverings. How- 
ever, it is understood that 
both of these divisions are 
included in the purchase by 
Mr. Chaitlen. 


D. E. Rickard Named 
Sport Goods Buyer 


Dale E. Rickard has suc- 
ceeded Ed J. Smith, who re- 
cently retired, as sporting 
goods buyer for Knapp & 
Spencer Co., Sioux City, 
Iowa, wholesaler. 
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Cal-Dak Tray Table designs 
fit into the 
most formal surroundings 


Created exclusively for Cal-Dak 
by famed designer Freda Diamond, 
Cal-Dak Tray Table patterns are 
smart, distinctive ... luxurious 
and keyed to the 
newest home furnishing trends. 



























Nationally advertised in 
McCALLU’S @ LIVING e BRIDE’S 
BRIDE and HOME 






Manufacturers of 
Work-Saving Quality Housewares 





THREE FACTORIES: 
Little Rock, Ark. * Lancaster, Pa. * Colton, Calif. 


3-41D 































Berdan Is President 
Of Eastern Golf Assn. 


(Continued from page 112) 


Bros., Inc., Middletown, N. Y. 
Medalist was Henry L. Clark, 
Washington, D. C. 

The other officers elected 
at the business meetings are: 
Gordon W. Farr, Decatur & 
Hopkins Co., Boston, first 
vice-president; Russell Hoehl, 
Russell, Burdsall & Ward 
Bolt & Nut Co., Port Chester, 
N. Y., second vice-president; 
and H. L. Gilliam, Wood 
Shovel & Tool Co., New York, 
re-elected secretary-treasur- 
er. 

Directors elected to a three- 
year term are: Robert H. 
Herzog, Herzog Supply Co.; 
David H. Comtois, Pennsyl- 
vania Lawn Mower Div., 
American Chain & Cable Co., 
Exeter, Pa., and David M. 
Roney, Gilbert & Bennett 
Mfg Co., Georgetown, Conn. 

Russell Hoehl’s unexpired 
one-year term on the board 
of governors has been filled 
by the election of T. D. Van- 
der Voort, Clemson Bros., 
Inc. 

Nearly 200 golfers in 19 
flights competed for honors 
in the tournament. Flight 
winners and runners-up are: 


News of the Trade ———— 



























First, C. H. Dunning and 
H. C. Smith, Jr. 

Second, V. P. Lowe and C. 
P. Harlow. 

Third, H. P. Brigham and 
P. H. Page. 

Fourth, B. B. Wood and 
Lewis Barnard, Jr. 

Fifth, R. H. Poerstel and 
M. G. Kimball. 

Sixth, H. M. Worthington 
and L. R. Hole. 

Seventh, A. L. Low, Jr. 
and E. B. Frock. 

Eighth, H. J. McCarty and 
J. G. Wilcox. 

Ninth, G. W. Rahing and 
H. G. Kelley. 

Tenth, K. D. Ryder and W. 
F. Story, Jr. 

Eleventh, E. M. Welty and 
H. E. A. Keenan. 

Twelfth, J. C. Heymann 
and Hobart Phillips. 

Thirteenth, H. J. 
and L. E. Gilliard. 

Fourteenth, P. W. Embury 
and R. E. Fry. 

Fifteenth, T. R. Hughes 
and W. ¥. Sewart. 

Sixteenth, R. B. Jones and 
J. H. Jones. 

Seventeenth, R. R. Holland 
and N. H. Richman. 

Eighteenth, E. R. Haigh 
and W. R. Renshaw. 

Nineteenth, W. B. Ilko and 
J. L. Ramsey. 


Harlow 





Four Top Executives 
Elected At Progress 


Four executives have been 
elected at Progress Mfg. Co., 
Inc., Philadelphia. 

Herman Kesler has been 
elected vice-president for 
marketing and merchandis- 
ing. He formerly served 
Progress as a consultant and 
was founder and president 
of American Metal Special- 
ties Corp. 

Harold Yoskin has been 
elected a vice-president and 
continues as assistant to the 
president. 

Oskar Riesmann has be- 
come assistant secretary and 
also continues as assistant 
treasurer. 

Arthur L. Foster has been 
appointed director of adver- 
tising. He had been division 
sales manager of J. H. 
Sparks, Inc. 


Bingham Show Extended 


The annual summer dealer 
toy show held by the W. 
Bingham Co., Cleveland 
wholesaler, has a new fea- 
ture this year. 


Bingham’s regular show 








will be held June 8-10 in its 
Cleveland warehouse. House- 
wares and seasonal lines will 
be included. 

Then the toy segment of 
this show goes on the road: 
June 15-16, War Memorial 
Bldg., Syracuse, N. Y.; and 
Hotel Otsego, Jackson, Mich., 
June 22-23. 


Bauman Joins Corbin 


Carl S. Bauman has been 
named sales promotion man- 
ager of the P & F Corbin 
Div. of American Hardware 
Corp., New Britain. 


Our Own Dates Changed 


The dates for the annual 
summer convention and 
stockholders’ meeting of the 
Our Own Hardware Co., 
dealer-owned wholesaler at 
Minneapolis have been 
changed. 

The previously announced 
July 28-30 meeting has been 
changed to July 21-23, in 
deference to the NRHA Con- 
gress July 28-30. 
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HOME 
PERCOLATOR 
URN 


NEW 
FULLY 
AUTOMATIC 








ties, for rumpus room, 
club meetings, social func- 
tions of churches, schools 
and lodges—coffee-break 
periods in offices. 


cold water, add coffee, and | 
plug into ordinary 110- | 
120 AC outlet. 
is fully automatic. 


signal light indicates 
when coffee is ready. 
Current automatically 
switches to low heat— 
keeps coffee hot for serv- 











¢ 24 cups in 20 minutes © 
For house and patio par- | 





Easy to use. Just fill with | 





Brewing | | 
Perk- | 
ing starts in seconds and | 


ing. Dual thermostats | 


prevent element from 
burning out even if 
plugged in dry. Uses only 


1,000 watts high, 85 low. 
Large heat-resisting glass 


12 to 24 cups 


' “Perc” top. Six-foot at- 

NDERWRITER 
: cia , tached cord. Catalog No. 
AP-24. Suggested retail | 


price $29.95. 


The ENTERPRISE Aluminum Co. 


: MASSILLON, OHIO 


Manufacturers of Quality Aluminum Cooking 
Utensils Since 1912 








distinctive 


estate signs that Seay! 


LAWN STYLES 

A wide variety of motifs, 
sizes, types. 2.” Reflec- 
tor Letters and House 
Numbers. 


BRACKET STYLES 
Double faced Lamp Post 
Bracket and Sign Brack- 
et types. 

MAIL BOX STYLES 
Double and Single Faced 
Styles. 





je DURABLE CAST ALUMINUM y& REFLECTING 
te DISTINCTIVE DESIGNS ¥% WEATHERPROOF 


Estate Signs * Weathervanes * House Numbers 


Mail Box Posts 
Write for Free Literature — Price Lists 


LUCE REFLEXITE CORPORATION 


Westport, Connecticut 
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are 


LEM LAT 


NEW! 
VISi-D 


Meat Chap 


THERMOMETER 


... can be read from any angle! 


The only meat thermometer that can 
be used anywhere — oven, rotisserie, 
outdoor grill — read from any angle 
without removing meat from oven. 


The Visi-Dome Meat Chef is a 


THE SMARTEST 
THERMOMETER LINE IN AMERICA! 






MOST MODERN 













quality thermometer, too . . . rust 
resistant construction, heatproof 
porcelain enamel dial, stainless 
steel stem .. . and it is WAR- 














RANTED by Cooper. Enjoy big 


profits! Order now! 


THERMOMETER 


--. @ new touch of charm 
for the home! 


A regal creation in gleam- 
ing brush brass and hand- 
rubbed hardwood ... a 
masterpiece of ageless beau- 
ty, matchless precision spe- 
cially styled and priced for 
fast turnover, top profit. 
Early American design. 


Suogested $495 


Retail 


Suggested 
Retail 


$495 








. companion piece to the 
Suffield Thermometer! 


Now with the Suffield and 
the Newport you can sell a 
complete weather package 
—two items as easily as 
one. The Newport is beau- 
tifully finished in gleaming 
brush brass and hand-rubbed 
hardwood. Accurately fore- 
casts all weather. 


sepegetes $ fe) 95 


y/ 
4, OUTDOOR THERMOMETER 


. easy to read from 


within the bouse! 


A magnificent thermometer designed 
to give years of accurate service. 
Translucent dial, 
adjusts to best reading position. Pack- 
aged in striking gift box. Sells on 
sight! Be sure to order this one. 


movable bracket, 


The Leader In Temperature Measuring Devices Since 1885! 


THE COOPER THERMOMETER COMPANY 
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There’s a Mansfield Relief Valve 





to meet every need 


we 


For pressure and temperature-pressure protec- 
tion, there are no finer products than Mansfield 
relief valves. 

Available in 6 models, each utilizes a high 
quality red brass body, precision cast in Mans- 
field’s own modern foundry. To this is added a 
stainless steel control spring that provides instant 
relief whenever pressure exceeds valve setting. 
Long trouble-free service is further assured by 





special internal construction. Replacement 
of bibb washer can be made without removing 
entire valve from line. 

Pressures are adjustable from 50 to 200 p.s.i. 
Temperature-pressure models are furnished with 
fuse plug that melts at 210°F. (B.T.U. rating 


—150,000). 
Write today for 4-page bulletin LL-5990 and learn the full 
profit facts! AA-7058 





Mansfield No. 450 
Temperature-Pressure Relief Valve 


Mansfield Wo. 451 
Pressure Relief Valve 








Mansfield No. 452 
Pressure Relief Valve 
adjustable pressure with test lever 


Mansfield No. 453 
Temperature-Pressure Relief Valve 
adjustable pressure with test lever 








Mansfield No. 495 
Temperature-Pressure Relief Valve 


adjustable pressure with test lever 
and 6-inch extension tube 


Mansfield No. 494 
Temperature-Pressure Relief Valve 
with 6-inch extension tube 





Mansfield Nos. 452, 453 and 495 
relief valves are equipped with a 
special calibrated test lever. The 
latter fits easily into the pressure 
cap and makes for quick pressure 
setting on the job. 

















exclusive combination test lever 
and adjusting key 





MANSFIELD SANITARY, INC. 
Perrysville, Ohio 
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News of the Trade ————— 





news in brief of 


MANUFACTURERS AGENTS 


@ Brown and Leffler Sales Agency, Columbus, Ohio—This 
new agency has been formed by E. A. Brown, former presi- 
dent of Tracy-Wells Co., Columbus, Ohio, wholesaler, and 
J. W. Leffler, former hardware and housewares division 
manager for the same company. The new agency will cover 
Ohio, Indiana, Kentucky and West Virginia. 


@ Safe Padlock & Hardware Co., Lancaster, Pa.—Missouri, 
Kansas, Nebraska, southern Illinois and western Iowa ter- 
ritory for major lines of Safe, Champion, Adams-Rite and 





Fraim to Hoeynck Sales Agency, St. Louis, Mo. 


@ Portable Electric Tools, 


Inc., 


Chicago—Missouri and 


southern Illinois territory to Hoeynck Sales Agency, St. 


Louis, Mo. 


@ Bommer Spring Hinge Co., Landrum, 8. C.—Virginia 
added to southeastern territory of J. M. and M. W. Southard, 


manufacturers’ agents. 


@ Gries Reproducer Corp., 
England states to Arthur S. 
Mass. 


New Rochelle, N. Y.—New 
Reid & Associates, Weston, 





Ekco Products Elects 
Two New Board Members 

Ekeo Products Co., Chi- 
cago, has elected two vice- 
presidents as members of the 
board of directors. 

They are Edward C. 
Shultz, vice-president of do- 





JACK J. CULBERG 


manufacturing and 
engineering and Jack J. Cul- 
berg, vice-president of house- 
wares sales. 


Central States Club 
Names 5 Life Members 


Central States Hardware 
Club has elected five new 
life members, two of whom 
are charter members of the 
club. The club now has a to- 
tal of 51 life members. 

New life members are: 

John D. McCue, Edward 
Hines Lumber Co., a charter 
member. 

Will J. Feddery, 
land, central western man- 
ager, HARDWARE AGE, a 
founder and charter mem- 
ber, and recently elected as 


Cleve- 


chairman of the 
committee for life. 

Roy E. Pinninger, Cyclone 
Fence Dept., American Steel 
& Wire Div., United States 
Steel Corp. 

William C. Scholefield, re- 
cently retired western repre- 
sentative of HARDWARE AGE. 

Earle J. Van Buskirk, re- 
tired Landers, Frary & 
Clark vice-president. 


advisory 


R. G. Ferris Elected 
Starline’'s Chairman 


Directors of Starline, Inc., 
Harvard, Ill., recently 
elected Robert G. Ferris 
chairman of the board of di- 
rectors. He will also retain 





ROBERT G. FERRIS 


his office as vice-president- 
engineering. He replaces the 
late Herbert B. Megran. 

Mr. Ferris joined the com- 
pany in 1929, was elected a 
vice-president in 1947. He is 
a grandson of Henry L. Fer- 
ris, one of the founders and 
original partners in Hunt, 
Helm, Ferris & Co., original 
name of the firm. 
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AMATEUR or PROFESSIONAL 


they all go for 








N 
NEW IMPROVED 


\; PARKS 


5 SEALER PRIMER 


White Pigmented Shellac 












Does 4 jobs in one 
easy application! 


we $ we me 
— Yay 
J KY 
qG* JN 
Ns: _ 


Test it Yourself 


Write for FREE SAMPLE 
on your letterhead 


® Seals © Primes 
® Kills Stains © Preserves 








Stock and sell the primer that applies easier, seals 
and kills stains effectively, and DRIES IN 30 MINUTES! 


Your customers will appreciate the greater viscosity 
(which REDUCES SPATTERING) and greater coverage. 
You'll like selling this reliable product with unlimited 
repeat sale potential. 


Now ... over 3,500,000 prospects being reached by 
ovr aggressive consumer and trade advertising. Dis- 
play Parks Sealer Primer for easy tie-in sales. 


The PARKS COMPANY 


SOMERSET, MASSACHUSETTS 





25 MAIN STREET, 








LOOK! Smo-o-o-th Edge 


Wright Weldedge Hardware Cloth 


has strength and rigidity . . . heavy gal- 
vemizing . . . uniform and smooth edge... 












unrolls straight and flat. 2x 2,3x3, 4x4 
and 8x8 mesh. 





Available from jobbers everywhere 


G. F. WRIGHT STEEL & WIRE CO. 


MASSACHUSETTS 


WORCESTER, 
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found on all the 
best counters... 


SOLD ONLY 
THRU 


because it’s 
found inall | 
the best splices 





PLYMOUTH RUBBER CoO., INC. 


Makers of 
SLIPKNOT FRICTION TAPE 


DIVISION 2% CANTON, MASSACHUSETTS 

















Wood Shovel Promotes 
Two Sales Executives 


VY. G. Scott has been 
elected vice-president in 
charge of sales planning and 
promotion for Wood Shovel 
& Tool Co., Piqua, Ohio. The 
post is new with the com- 
pany. 

Mr. Scott joined the firm 
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W. D. PEABODY 
in 1942 as assistant manager 
of sales, became manager of 
sales in 1946 and vice-presi- 
dent in 1957. 

W. D. Peabody has been 
appointed sales manager of 
Wood Shovel. He joined the 
company in 1949 and has 
been assistant manager of 
sales since 1951. 


DEALER BRIEFS: 


(Continued from page 112) 
were served all day. Two 
days later the firm sponsored 
a program at the Parshall 
Memorial Hall given by 
Spring Valley School stu- 
dents. 





Eureka, Calif. — Demon- 
strations, bargains and gifts 
helped celebrate opening of 
the new H. H. Buhne Co., 
Inc., hardware store. 


West Slope, Ore.—Mr. and 
Mrs. Paul Kellstedt, formerly 
of Gaston, Ore., have bought 
West Slope Hardware from 
Harry Blumberg. 
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JAMES M. McCLELLAND 


Veteran Hardwareman 
Retires From Business 


James M. McClelland re- 
cently retired as chairman of 
the board of Logan-Gregg 
Hardware Co., Inc., Pitts- 
burgh wholesaler. 


He joined the company in 
1900 in its financial depart- 
ment, became cashier and 
later credit manager. In 
1948 he was elected presi- 
dent of the company in 
which office he served for 
nine years. 


He was elected chairman 
of the board in 1957. 


Brand Name Contest 
Opened to Dealers 


The 11th annual Brand- 
Name-Retailer-o f-the-Y ear 
competition sponsored by the 
Brand Names Foundation, 
437 Fifth Ave., New York 
16, N. Y., has started. 


Hardware dealers with a 
12-month program of brand 
advertising, promotion and 
sales training for manufac- 
turers’ advertised brand 
names are invited to compete. 


Dealers enter the competi- 
tion by filling out an entry 
form. There is no entry fee. 
Later this year, dealers will 
be asked to send in a formal 
report on 1958 brand adver- 
tising and promotion. These 
reports will form the basis 
for selection of finalists who 
then make up full presenta- 
tions. 


The 1957 winner in the 
hardware stores category, Al 
Forgit, Al Forgit Hardware, 
Newport Beach, Calif., will 
be a judge for the new com- 
petition. 

The former hardware cate- 
gory has been changed to 
Hardware-Housewares. 


Awards will be presented 
at the annual Awards Ban- 
quet at the Waldorf-Astoria, 
New York, April 15. 


News of the Trade 





Cotter Dealers Told 
Cure For "Burn" Prices 


Some dealers have had in- 
creasing trouble in compet- 
ing with stores that offer 
“burn” prices: quoting a fic- 
titiously low price to pull 
customers. A cure has been 
suggested to dealers by Cot- 
ter & Co., dealer - owned 
wholesaler, Chicago. 

The cure, based upon ex- 
perience of a Cotter dealer, 
is this: Suggest that the cus- 
tomer who claims he can buy 
a product cheaper elsewhere 


(providing you’re sure the 
cheaper price is a burn 
price) go ahead and make 
the purchase. Assure this 
customer that you will buy 
the item from him for more 
than he paid for it. 

A Cotter dealer had trouble 
with burn prices on lawn 
mowers. He offered custom- 
ers a $10 profit if they would 
bring the mower to him. This 
dealer hasn’t paid out a sin- 
gle $10 yet, but he has made 
plenty of additional sales at 
full prices. 





Paint Panel Answers Dealers’ Questions 





A six man panel answered questions on the mutual problems of 
dealers and paint manufacturers at a recent forum by the Phila- 
delphia Paint Salesmen's Club. The meeting crackled with questions 


hurled at the panel from the 150 dealers and salesmen. 


Panel 


members, from left to right: Gail Ussery, manager merchandise divi- 
sion, Better Business Bureau of Philadelphia; Jay Trilling, owner, 
Trilling Paint Co.; Dee Belveal, executive director, Retail Paint & 
Wallpaper Distributors of America; Lloyd Partain, market develop- 
ment director, Curtis Publishing Co., moderator; H. G. Klein, secre- 


tary, Retail Hardware Assn. of Philadelphia; 


Martin Mechanic, 


owner, Martin Wallpaper & Paint Co. 





OBITUARIES 


William R. Patterson 


William R. Patterson, 76, 
partner in Patterson & Han- 
son, manufacturers’ agency, 
Memphis, Tenn., died May 
11. He celebrated his birth- 
day on May 10. Mr. Patter- 
son had been selling hard- 
ware and allied lines for 52 
years. 


George L. Moison 


George L. Moison, 85, 
founder and president of 
George L. Moison Co., Inc., 
Groton, Mass., died May 8 
after an illness of several 
months. He had been a hard- 
wareman for more than 40 
years. 


Harry B. Klare 


Harry B. Klare, 80, died 
at his home in Pikesville, 
Md. He was with Anderson 
& Ireland Co., Baltimore 
wholesaler, since 1897. He 
was active as a traveling 
salesman until his death. 


Herman Weinstein 


Herman Weinstein, 57, 
representative for Bunting 
Co., Philadelphia, died in 
Philadelphia on May 18. 


Fred Smith 


Fred Smith, 68, Coleman, 
Mich., hardware dealer died 
recently after a brief illness. 
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J. WALLACE NALL 


Lamson & Sessions Co. 
Makes Staff Changes 


Lamson & Sessions 
Cleveland, 
four new 
signments. 


John F. Dolan becomes as- 
sistant to the vice-president, 
sales, effective June 1 with 
headquarters in Cleveland. 
He was at one time the 
company’s western sales 
manager and most recently 
Chicago division general 
manager. 


J. Wallace Nall is the new 
general manager of the Chi- 
cago division and will direct 
both sales and manufactur- 
ing. He brings over 20 years’ 
experience in the southern 
division to his new assign- 
ment. 


William B. Manning and 
Felder Wright were ap- 
pointed district sales man- 
agers of the company’s Bir- 
mingham Division. They 
will share the sales manage- 
ment responsibilities of the 
southern division. 


Co., 
has announced 
management as- 





Masury Names Stegner 
Merchandise Manager 


Lloyd E. Stegner has been 
named merchandising mana- 
ger of John W. Masury & 
Son, Inc., Baltimore, paint 
manufacturer. He joined the 
company in 1949 and a past 
president of the Baltimore 
Paint, Varnish & Lacquer 
Association. 


Born Heads Promotion 
For Logging Tool Firm 


George T. Born has been 
named product manager of 
American Logging Tool 
Corp., St. Louis, and will 
have charge of products and 
sale promotion for the com- 
pany’s logging tools and the 
newly acquired Rixford Di- 
vision which makes axes and 
other tools. 


Mr. Born joined Broderick 
& Bascom Rope Co. in 1914. 
That company owns Ameri- 
ean Logging Tool. 


Hotpoint Co. Appoints 
Carl L. Bixby has been 
named marketing manager, 
kitchen appliance depart- 
ment, Hotpoint Co., Chicago. 
He will be responsible for 
all marketing programs of 
ranges, built-in appliances, 
dishwashers, food waste dis- 
posers, water heaters and 
custom trend appliances. 
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MARTIN F. ZORN 


imperial Knife Elects 
Zorn Vice-President 


Martin F. Zorn has been 
elected a vice-president of 
Imperial Knife Associated 
Companies, Inc., New York 
City, and will continue in 
charge of the housewares 
division. He joined the or- 
ganization in 1950. 


N. L. Amdur Gets Sales 
Post With Ideal Ware 


Nathan L. Amdur has been 
appointed assistant to the 
vice-president of sales for 
Ideal Ware, Inc., division of 
Ideal Toy Corp., New York. 

Mr. Amdur has been with 
Ideal’s plastic division for 
the past three years. Before 
that he was assistant to the 
president of Synthetic Plas- 
tics Corp. 
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News of the Trade 








Kansas City Manufaciurers’ Representative 
Honored On 40th Anniversary In Business 





Lou Gershon receives a gift at his 40th Anniversary Dinner. Left to 


right: K. G. Gillespie, E. J. Goetze, Mr. Gershon, D. J. Isaac, dinner 
chairman; Roy Nelson and H. E. Reed 


Seventy friends and busi- 
ness associates honored Lou 
Gershon, senior member of 
Lou Gershon & Son, manu- 
facturers’ agents, on his 
40th anniversary of service 
to the industry. 

The Lou Gershon 40th An- 
niversary Celebration Din- 
ner was held at the Empire 
Room on the Country Club 
Plaza, Kansas City. Friends 
came from as far away as 
Texas and Iowa. Countless 
wires and letters came from 
those who could not attend. 

Mr. Gershon began his ca- 
reer selling gas mantles and 
flashlights. With about three 
years’ experience he went 
into business for himself. In 


those days, he sometimes had 
to cover his territory riding 
the caboose of freight trains. 

His son, Herb J. Gershon, 
joined him in business after 
World War II. 

Mr. Gershon helped organ- 
ize the Kansas City Mer- 
chandise Mart. He was one 
of the founders of the Kan- 
sas City Housewares Club 
and a founder and first pres- 
ident of the National Feder- 
ation of Housewares Clubs. 
He is a member of the St. 
Louis Housewares Club and 
Housewares Club of South- 
ern California. He has also 
held high offices in several 
other associations across the 
country. 








ARTHUR TANNER 


Arthur Tanner Elected 
Lux Clock President 


Several top level changes 
have been made at Lux 
Clock Mfg. Co., Waterbury, 
Conn. 

Arthur Tanner has been 
elected president replacing 
Fred Lux, founder. Mr. Lux 
was elected chairman of the 
board but died shortly after 
the elections. 

Mr. Tanner is also presi- 





PAUL A. LUX 


dent of the Waterbury Foun- 
dry Co. and the Waterbury 
Iron Works and an officer of 
several other firms. He had 
been vice-president of Lux 
for several years. 

Paul A. Lux, former assis- 
tant to the president, was 
elected a director and execu- 
tive vice-president. 

Three new members of the 
board elected are: Paul Mon- 
roe, Donald MacLean, and 
Paul Lux. 
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Classified Opportunities Section 











Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 

Set solid, maximum 50 words.......... $5.00 


Each additional word.......... 10 
Positions Wanted 


Rate) set solid, maximum 


"eee eee eee eee ee ee eee eee eeeeeee 


(Special 
words 
Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 

5% discount allowed for 4 or more con- 

secutive insertions of Boxed Display Ads. 

Cuts or special borders not accepted. 

Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 
HARDWARE AGE is 


Thursday. Classified forms 
prior to publication date. 


ublished every other 
close 3 weeks 


Remittance must accompany order in form 
of check or money order payable to Hard- 
ware Age—Classified Section, not currency or 
stamps. 











Representatives Wanted 


(ee 


Representatives Wanted 


Representatives Wanted 











REPRESENTATIVES WANTED 


Manufacturer of Aluminum Lawn Edging wants n 
in all territories to the Hardware a Roos Supply 
e. Representatives actively calling on key retail 
Hardware and Garden Supply accounts and selling 
them direct particularly wanted. List territories covered 
~~ gi carried and number of salesmen at present 


Address Box E-43, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


SALES REPRESENTATIVES WANTED 
Old Established Manufacturer/Distributor of 
BOLTS, NUTS, SCREWS & WASHERS 


seeks successful sales calling on 
Industrial Hardware, Lumber, Electric Supply 
Dealers or Industrial users. State qualifica- 
tions, lines handled and territory covered. 
Address Box F-12, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


producers 


WE ARE LOOKING FOR MANUFAC- 
TURER’S AGENTS now calling EXCLU- 
SIVELY on the Retail Hardware and Re- 
tail Lumber Yard Trade in the midwestern, 
southwestern and northwestern states. We 
offer a good proposition at 15% commis- 
sion. 


SHARON BOLT & SCREW CO., INC. 


Endicott? St., Norwood, Mass. 








Paint Brush Salesman 


Prominent paint brush manufacturer has oper 
territories for successful sales producer. Pre- 
fer man now calling on paint, hardware. lum- 
ber dealers. Protected territories. Established 
business. Will also consider sideline man or 
manufacturers’ agent. 

Address Box A-23, care of HARDWARE AGE 

Chestnut & 56th Sts., Philadelphia 39, Pa. 














HARDWOOD SLIDING CABINET TRACK 


Manufacturer wants representatives 
calling on hardware and building supply 
wholesalers. Write stating experience, 
lines carried and territory traveled. 


Address Box E-26, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











SALES REPRESENTATIVES 


One of America’s largest wholesalers of Plumbing 
Specialties, housewares, and garden goods has terri- 
tories open. Line competitively priced. Many leads 
available in open territories. Apply—Listing lines 
handled, experience and territory covered. 


GROSS PLUMBING & RUBBER CO., INC. 
Dept. 69, 135 So. 2nd Street Philadelphia 6, Pa. 











WELL ESTABLISHED CONCERN has terri- 
tories open to manufacturers’ agents calling on 
jobbers. Expanding sales operation including new 
packaged hardware item—no competition. Proven 
seller. Territories: Kansas, Nebraska, Iowa, Mis- 
souri and all states east of Mississippi except 
New York and surrounding area. Address: Box 
F-17, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





SALES REPRESENTATIVES WANTED. 
Here’s what reg been looking for! Utility 
cutting blade fits Stanley Knife. Retails at 10¢ 
each. Box of 100 for $5.00. Lot of 500 for 
$20.00. Lot of 1000 for $39.00. Packed 5 blades 
in a glassine envelope. 20 Envelopes to a pack- 
age. xclusive territory opened. Mark Specialty 
Co., 183 St. Paul Street, Rochester 4, New York. 





NEW! “WATER-’JUSTER” for 
Saves thousands of gallons per year. NOT a 
tank-ball. Nothing like it on market.5 minute 
installation by home-owner. Sells on sight from 
attractive counter display. Protected territories, 
liberal commission for agents. Write stating ex- 
perience, lines handled, territory covered. 
WATER-’JUSTER, P.O. Box 541, Bilasdell 
Branch, Buffalo 19, N. Y. 


toilets. 





NEW! UNUSUAL HARDWARE TOOL 
ITEM. Strong novelty appeal in addition to basic 
utility. Priced to retail $3.98. Other Hardware 
items also. Agents wanted. Liberal commission. 
Write giving present coverage, experience, lines 
handled. Dick Machine & Tool Corp., 1054 Har- 
lem Rd., Cheektowaga, Buffalo, New York. 





WANTED SALESMEN CALLING ON 
HARDWARE and Variety Stores to carry as a 
side line. National televised products. For de- 
tails write to: J & Sales Co., 100 East Wy- 
oming Ave., Philadelphia 20, Pa. 





MANUFACTURER REPRESENTATIVE 
nationally advertised COMET DADO TOOLS 
calling on Machine Tool Dealers. 10% Commis- 
sion, North New Jersey, New York (West of 
Hudson), Delaware and Maryland. Comet Dis- 
eg Co., 620 Meetinghouse Rd., Elkins 
Park, Philadelphia 17, Pa. 
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EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re- 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib- 
utors and retailers. Unique demonstration sells 
8 out of 10 on first call. Address: Box A-22, care 
of Harpware AcE, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 





REPRESENTATIVES WANTED BY MAN- 
UFACTURER of high quality line of wax appli- 
cators, buffing bonnets, imported chamois, and 
cleaning pads. Many fully protected territories 
open. Advise territory covered and lines carried 
in first letter. All replies strictly confidential. 
Address: Box E-33, care of Harpware AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





EXCELLENT LINE for sales representatives 
calling on the retail trade in hardware, depart- 
ment, variety and chain stores. Good commission. 
Write: Midwest Plastics Mfg. Co., 208 Bates 
Avenue, St. Paul 6, Minn. 





MANUFACTURER REPRESENTATIVES 
CALLING on Wholesale Hardware trade, exclu- 
sively to sell line of Rimlock Sets, Mortise Dock- 
sets, and shelf Hardware. In first letter give ex- 
perience, exact territory covered and other lines 
carried. Address: Box E-16, care of HARDWARE 
AcE, Chestnut & 56th Sts., Philadelphia 39, Pa. 





REGIONAL SALESMEN CALLING ON 
HARDWARE JOBBER & RETAILERS. Get 
full details on our new fast selling convenience 
considered a staple in areas where introduced. 
Because it is priced and packaged right it sells 
jobber, retailer and consumer on sight. Excellent 
commissions paid on all orders and reorders. Sales 
aids provided free. For complete information on 
this item with 60,000,000 market potential write: 
Sales Mer., Dept. 10, Burnett-Scholl Corp., 801 
25 Ss., Main Bldg., Dayton 1, Ohio. 





MANUFACTURERS REPRESENTATIVES 
WANTED. Representatives now calling on hard- 
ware, lumber, and building supply dealers and 
jobbers. Competitive line of hollow METAL 
LEG KITS. High commission. Several valuable 
territories open, check and see if one is yours. 
State territory actively covered and all details. 
ee Mfg. Co., 2916 Lake St., Chicago, 

inois. 











MANUFACTURERS’ REPRESENTATIVES 
WANTED. Manufacturers’ Representatives now 
calling on Hardware distributors and jobbers 
wanted to handle line of polyethylene flexible 
pipe. Reply giving territory covered, number of 
field men working, number of wholesale ac- 
counts being sold. Most territories open. Reply: 
CONSOLIDATED PIPE PANY OF 
AMERICA, 1066 Home Avenue, Akron, Ohio. 





Accounts Wanted 








Consistent, Conscientious, Concentrated 


coverage of metropolitan 
New York and New Jersey 


BOBROW LEWELL ASSOCIATES 
814 Broadway, New York 3, New York 


(We get results) 








REPRESENTATIVES 


Covering all phases of jobbers. Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct. 
Inquiries invited. WRITE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 











MR. MANUFACTURER, LAST YEAR I 
became tired of jobbers and their excuses, so 
with two good lines went direct to the Trade- 
Hardware, Department Stores, Chains, Rack Job- 
bers, etc., and did a good job. Have you got a 
line that could run into volume and would like 
to get this business? Maryland, Virginia and 
Washington covered effectively. Address: Box 
E-47, care of Harpware AGE, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 
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Accounts Wanted 


Accounts Wanted 





Business Opportunities 








ESTABLISHED WHOLESALE 


distributor selling to key hardware and 
related retailers in all areas throughout 
the Middle West seeks one high quality 
line to add to its present exclusive rep- 
resentation. 

Ours is a tightly knit merchandising 
organization with a very capable sales 
force and good supervisory staff. We 
have an excellent contact with the hard- 
ware and related retailers. 

We are in position either to take over 
an established line or to develop a new 
proven one. Not interested in trinkets 
or untried inventions. 


Please write in detail. 


Address Box E-32, eare of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











MANUFACTURER’S REPRESENTATIVE 
calling on the wholesale hardware trade in the 
Minnesota, North and South Dakota territory 
would like a hardware line. Address: Box F-10, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 








MANUFACTURERS: Are your products get- 
ling maximum sales and coverage they deserve 
in Michigan? Well established manufacturer’s 
agency (15 years) located in Detroit, with fol- 
lowing in Paint and Hardware fields, desires arf 
additional top line. Correspondence welcomed. 
Address: Box F-19, care of Harpware AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 


lf you want a sale, reduction, money raising 
removal or closeout, get America’s most re- 
liable and productive sale plans. Send for 
prospectus today. 

J. H. VOLL SALES SERVICE 
115 West Main St. Madison, Wis. 














Help Wanted 








MANUFACTURER'S AGENT 


Aggressive, Experienced 4 salesmen wants 
additional line of merit. All types of 
trade. Midwestern States. 


Robert Byler & Assoc. 


427 Robert Ave., St. Louis 21, Mo. 











WELL ESTABLISHED AGENCY SELL- 
ING the Jobbers in Texas, Oklahoma, Arkansas 
and Louisiana for 15 years needs one more major 
line for Hardware, Building Material and Indus- 
trial Accounts. Warehouse available. Reply Ad- 
dress: Box E-11l, care of HArpware AGe, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 








REPRESENTATIVE WELL KNOWN TO 
THE TRADE wants lines for the Wholesale 
Hardware and Building Material Trade in Penn- 
sylvania, Delaware and Southern New Jersey. 
Thoroughly experienced Salesman will give full 
coverage. Good Builders hardware man but am 
also interested in other lines going to the same 
trade. Address: Box F-11, care of HarpWareg 
Acr, Chestnut & 56th Sts., Philadelphia 39, Pa. 





— —————— 


NEED REPRESENTATION IN NEW 
ENGLAND? Four man sales force, established 
since 1930, covers hardware, housewares, automo- 
tive, party and club plan, rack jobbers, super 
markets, jobbers, chains, department stores and 
large retailers. Can promote volume line. In- 
uiries invited from responsible manufacturers. 
uite 314, 43 Leon St., Boston 15, Mass. 








MICHIGAN established Manufacturer’s Rep- 
resentative can give to your account regular 
presentation to Hardware and Housewares whole- 
salers and related trade. Line must be established 
and pay its own way. Manpower will be added 
if necessary. Address: Box F-15, care of HARD- 
A AcE, Chestnut & 56th Sts., Philadelphia 39, 

a. 














CAPABLE YOUNG MAN 


able to assume full responsibility of 
busy hardware store (neighborhood 
type) in Connecticut, or someone willing 
to work in store now, but with money 
to invest for furture purchase or part 
ownership of store. 

Address Box F-16, care of HARDWARE AGE 

Chestnut & 56th Sts., Philadelphia 398, Pa. 











BUYER. We are a young aggressive distrib- 
utor looking for an experienced hardware buyer 
accustomed to working with inventory control 
and budgets. Location Middle Atlantic area. 
Good opportunity for ambitious, statistically in- 
clined individual to advance. Must possess ability 
to direct others. Reply in confidence with full 
details to Address: Box F-14, care of HarpWareE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 





Business Opportunities 








ATTENTION WAGON JOBBERS 


in the midwestern, southwestern and north- 
western states. We have a good proposi- 
tion that will fit in with your present 
operation. Write us for details. 


SHARON BOLT & SCREW CO.., INC. 
Endicott St., Norwood, Mass. 











FOR SALE: Hardware Store in new modern, 
prosperous shopping center, located in Southwest 


Michigan. Will sell inventory way below cost— 
about $18,000. Free use of $12,000 worth of 
fixtures goes with a g low rent lease. No 
better buy in country. Store 2% years old, 
grossed about $45,000-$50,000 last year. Call or 
write: Dr. Fred L. Mathews, Dowagiac, Michi- 
gan. 





HARDWARE STORE: Business established 


1888. Good location center of Town in County 
seat of Northern New Jersey. Very clean stock, 
annual sales $67,000.00. Price $34,000.00 for 


stock fixtures. Long lease available. Address: 
Box F-13, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





FOR SALE WHOLESALE HARDWARE 
AND SPORTING goods in the Ohio Valley. 
Splendid opportunity for man with experience 
and small capital. Address: Box E-45, care of 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 





RETAIL HARDWARE BUSINESS for_sale. 
Rural Michigan town within 35 miles of Grand 
Rapids. Best Main street location, very clean 
full line hardware stock and up-to-date fixtures 
at cost, about $25,000. Building can be leased 
with living quarters. Write Box 33, Grand 
Rapids 1, Michigan. 





Positions Wanted 





BUILDERS HARDWARE MANAGER OF 
Retail-Wholesale Paint, Shelf, Builders, and sev- 
eral Hardware stores would like to take charge 
ef larger store. Accustomed to inventory control. 
Age 30. East Coast preferred. Address: Box 
E-42, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





ESCAPE SOUGHT from a dead town. Sea- 
soned hardware dealer; college graduate; ac- 
countant: all-around mechanic; Notary Public; 
winner of Stanley award; accustomed to full 
charge; presently employed; 48; strong and 
healthy; single; no dependents. Will work on 
percentage or ccmmission basis. Sales Super- 
visor, P. O. Box 52, Howell Station, Evansville, 
Ind. 


HARD WORKING, THIRTY YEARS OLD 





aggressive salesman. College graduated, with 
seven years’ experience. Currently covering 
Western Penna., Ohio and West Virginia. De- 
sirous of obtaining a good line. Box 489, Car- 


negie, Pa. 





PROBLEMS with sales, expenses, inventory? 
Have necessary experience and theory to remedy. 
Age 35, best references, college, will travel. 
Prefer larger store or multiple outlets. Address: 
Box F-18, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 








‘“AMERICA’S MOST ADVANCED 


Level Line since 1919’ 





EMPIRE LEVELS GOOD RETAILERS STOCK THEM! 


10926. West Potter 


Road, Milwaukee 13 


Wisconsin 














HARDWARE AGE 


Looking for New Merchandise ? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading "What's New," which appears in every issue on page !4. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


Chestnut & 56th Sts. 





Philadelphia 39, Pa. 
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Your Most Complete Source 





for 
























thresholds and door bottoms. 

















Garage Seal 


No. 910—A high grade ex- 
truded rubber strip in 9 
foot lengths with nails and 
instruction sheet in self- 
displaying polyethylene 
bag. 





























Call Your Hardware 
Jobber 





W. J. DENNIS 


& COMPANY 


Zuality Weather Strip 


If it’s weather strip, you can get it from Dennis. All 
types — metal, metal and felt, all felt, wood and felt in 
rolls, strips and sets. Also complete lines of metal 










Over 50 Years 
of Weather Strip 
Development 


4008 N. Kenneth Ave. 
Chicago 41, 



































POPULAR MECHANICS, SCIENCE & ME- 
CHANICS, MECHANICS ILLUSTRATED and 
other National magazines tell the story of 
KEY-BAK Key Reels to MILLIONS of pros- 
pects. Your customers are URGED to get 
KEY-BAKs from YOU! It will pay you to 
get a stock of KEY-BAK Key Reels from 
your jobber; place them on the counter 
and WATCH THEM SELL! 





ORDER FROM JOBBER! 


+ your jobber doesn’t carry 
KE write us. Come 
cked 6 to Display-Card or 

% to Display Box. 


West of Mississippi: 
LUMMIS MFG. CO. 
2242 E. Foothill Bivd. 

Pasadena, Calif. 


A Million 





Key-Baks 


(iver 








KEY-BAK Key Reel is 
worn on the belt. It 
carries keys and other 
small objects on a 24° 
long steel chain. 
Swedish clock spring 
reels in the chain and 
keeps keys safely at the 
wearer’s side. 
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Pocket-watch size; 
Sturdily constructed. 
Highly polished chrome 
finish. GUARANTEED! 
MODEL 3, Belt-loop 
model. MODEL 5, 
Belt-clip model. 


Sold! 


East of Mississippi: 
CTL COMPANY 
1710 W. Stewart Ave. 
Wausau, Wisconsin 





| Dykem Co., 





| 
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Over 50 years of specialization in design- 
ing and manufacturing hardware for the 
builidng trade. Fine basic materials, pre- 
cision construction and operation are but 
“reasons why” your trade 
insists upon genuine National of Sterling. 


Builders’ Hardware of Proved Performance 









MANUFACTURING 


ee ee. ae 


COMPANY iii inois 
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“Not at all, Miss Spinsterly! Nothing’s 
too good for a clerk who suggests ““Scorcn’”’ 
Brand Masking Tape with every paint sale!”’ 














Kenberry GADGETS 
ARE PROFITABLE 
Sell Fast, Use Little 


Space 

Display as a family 
of gadgets in one 
place on peg boards 
or counter bins for 
fastest self service 
sales. 
Serving Tongs in many 
sizes, styles. heese 
Slicers. Jar Wrenches. 
Deluxe Chromium 
Roast Rack. Skewers 
in all sizes. Lacing | 
Pins. Plate Hangers. 
Potato Bake Rack. 
Broom Clips. Food 
Mixers. Beaters. Many 
other gadgets. 


Ask your jobber or 
write for list 
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CHROMIUM 


ONE MONTGOMERY ST. 
BELLEVILLE 9,N.J. 






ROAST RACK WITH 1. nakat LIFT HANDLES— 
$2. ETAIL 


More than 0 Ker JOHN CLARK BROWN !x¢ 


enber: 7Y GADGETS 
1958 


























It’s ‘““Easy-Wrap” Season 








It 
Sells 
ltself! 


‘““FASY-WRAP’”’ 


® Stops Pipe Sweating 


® Insulates Hot Water Pipes 
® Helps Prevent Pipe Freezing 


* Improves Room Appearance 


It is a quality glass fibre insulation and an 
outer-wrap vapor sealing tape designed for 
the do-it-yourself home owner. All you do is 
put it on your counter and replace it as fast 
as it sells. Quick, easy profit for you. 


Order from your jobber 


RHOPAC, INC. 


Packed: 


tons in Master 
shipper. 


in individ- 
val ‘’Eye-Stopper”’ 
Display Carton. 
One dozen car- 


3419 Cleveland Street, Skokie, 


Iinois 
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MARSHALLTOWN TROWEL COMPANY ¢ MARSHALLTOWN, IOWA 





Si 


a? / ALWAYS SELL GENUINE 


a Free Literature * SscREW ANCHORS 





Molly Corp., Reading, Pa. 








COWMBIAN| COIYMBIAN advertises ZeEmew@aete + .22 &. 
makes | to help you sell! 
° 7 . This ad in POPULAR MECHANICS 


VISES , /s seen by 7,620,662 /eve/ prospects. 








machinists |DO every job easier 
a4 ~and better with a 
PIPE uf = ~« COLUMBIAN 
WOODWORKERS — 524-4 
VISES 




















eee ceo 


VISES This 4-vial, lightweight, accurate, durable aluminum 
. level belongs in your tool kit. It’s attractive, easy to 
handle... gives accurate readings from either edge. 
WORKSHOP | Metallic- sealed vials, protected on both sides with 
VISES extra-heavy glass lenses, are set in special ‘‘ever - 


: last’’ cement. No need for adjusting. CAST | R 0) N Be T N G S 
al reer Bs MALLEABLE FITTINGS 
DRAINAGE FITTINGS 


"> | COMMBIAN vise 6 HFG.co. | MALUITECLE CSE aang (aaa 


Dept. PM 524 ° Cleveland 4, Ohio 2968 SEVENTH ST. WYANDOTTE, MICH. 
one set of 4 


DOMES of SILENCE NE, ORIGINA 


REGULAR— oad fe en DOMES o SILENCE 


7 sizes for every need 

man FURNITURE LEVELER—> INSULATED 
Adiusteble Combiac- FURNITURE GLIDES 
tion Leveler and Glider RUBBER-CUSHIONED! 


for Uneven and Un- G L | D E 


a =) steady Furniture. 
ene 2 em «= card; I'%.", 2 on card; ALL FLOORING 
1'¥%,"", 2 on card. Drive SIZES AND TYPES 


into universal socket 
or 5/16" hole. FOR ALL WOOD OR METAL FURNITURE. 





4 


| 





























3. leates 
card 


















. 
ANN 






WM 










ANN 





On- set of 4 in a 
3-color box. 1I2 boxes 
in a 3- color mes carton. 
SIZES: 142", Mp", 1h". %", Se", Ya", H 





Ask your Jobber or write— ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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Men's 
single-bit 


$A 98 


suggested retail 


Ws-te 
fofelele}i-ta ein: 


$5 98 


suggested retail 


NEW KELLY WOODSLASHER AXES 


lead ‘em aillin price and value 


The new Kelly Woodslashers are made 
in all these styles and patterns:} 


Double Bit: 


MEN’S AXE ( Michigan or Western 
pattern), $5.98 


CRUISER AXE, $5.98 
Single Bit: 


MEN’S AXE ( Michigan, Jersey, Dayton, 
or Kentucky pattern), $4.98 


MINER’S AXE (Dayton or Jersey 
pattern ), $4.98 


HOUSE AXE, $3.98 
HUNTER’S AXE, $2.98 (1% Ib. size) 
BOY’S AXE, $3.98 


You can /ook to @ for leadership 
RUE EMPER. 1623 Euclid Avenue « Cleveland 15, Ohio 


Now you can sell genuine True Temper Kelly 
axes for $4.98 and $5.98. 


No one in the business can offer your customers so much 
axe at so little cost — value they can see, feel, and believe 
in. These new Woodslashers are genuine Kellys all the way. 
They’re forged and heat-treated to True Temper’s famous 
standards. Bits are full-polished, with keenest edges. Polls 
have bright red finish. Fire-hardened handles are power- 
driven at the factory. Cash in with these terrific new axe 
values. Call your True Temper wholesaler today. 





NOW...MAKE DOUBLE MONEY 
WITH THESE ‘Red DevwW "TWINS !" 


pete SER Sk Bia et Nac 


Rad Devil revi-vac 
MODEL V-! 
VACUUM CLEANER 
With swivel nozzle for hard- 
to-reach places, messproof 
inside dirt cup, vinyl bump- 
ers, plus super-power motor. 
Weighs only 6% Ibs. — does 
any home cleaning job. 
Priced to sell — at $49.95. 


There’s a pile of 





cash for you in today’s 


big trend to BARE FLOORS—SMALL RUGS! 


If you sell the Red Devil FP-33 Floor Conditioner, don’t miss your 
chance to make “double” money now’! Be the first in your area to offer 
both the popular FP-33 and its lightweight companion, the Redi-Vac. 


This combination is a profit-making nat- 
ural! Your customers have joined the 
country-wide swing to bare floors and 
small rugs. They want the convenience 
and easy handling only a small cleaner can 
give. That’s why, if you’re the man they 
come to for the Floor Polisher, it’s a cinch 
to sell ’em the light, rugged Redi-Vac, too! 


CASH IN ON THE FP-33—the Floor Condi- 
tioner competition can’t touch! With more 
selling features than anything of its kind 
made, it’s right in step with modern 
“open-floor” living. And, it’s priced for 
everybody, from small-apartment newly- 


weds to hotels, motels and institutions! 


CASH IN ON THE REDI-VAC—the rugged little 
unit that started a new concept in home 
cleaning! Ideal for stairs and furniture... 
perfect for small rugs, Redi-Vac takes the 
weigh? out of household work. It’s “lady- 
sized”’—easy to carry, light to lift. Swivel 
nozzle gets into all tight corners. Vinyl 
bumpers protect furniture. 


START CASHING IN ON BOTH! Check with 
your Red Devil jobber today .. . find out 
about this sales-sensational Red Devil 
combination that puts easy extra dollars 
in your pocket. 


ORO LL LO ASOLO III 


RadDevil rp-33 
FLOOR CONDITIONER 


Sparkling with new selling 
features: New motor ( fast- 
est, coolest made), new ex- 
clusive silver-gray styling, 
new light weight, new brush 
lock and... NEW LOWER 
PRICE: $54.95, tax in- 
cluded. Complete with 2 
polishing brushes. 


Both machines 


with De Luxe Model FP-33A—$59.95 list 
complete with set of polishing brushes and 
scrubbing brushes and pads 

6-PIECE ACCESSORY SET for Redi-Vac is a 


fast-moving item listing at $1859. Ask 
your Red Devil jobber’ 


td T 
Devil oot. UNION, NEW JERSEY, U. S. A. 4556. 





